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mpl 


Price with 


flasher, motor 
Price with and rising 


Flasher and smoke effect 


Motor, added, 
$99.00 $149.00 





Double faced, size 2 ft. by 10 feet 


HALLER electric signs are different from other electric signs. 


They show individuality, and therefore possess advertis- 
ing value not only when illuminated but also in the daytime. 


HALLER flashers ideas are new, striking and original. Let us 


suggest some to you. 


HALLER prices are reasonable when design, workmanship and 


wearing qualities are considered. 


Let us send you our new catalogue. 


HALLER SIGN WORKS (INC. ) 704 So. Clinton St., 


Chicago 
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Rapidity of Turning Out 

Toast 

Excellence and Economy of 
Operating 

Retail price of $3.75 


These are features which make 
attractive to the possible user the 


4% e 99 
American 
Electric Upright Toaster 


It is a small, light, attractive de- 
vice for use on the dining table, 
where the toast can be made and 
served while hot and fresh. 

Order a case lot of toasters. A 
case lot contains twenty-four and 
with it you will receive window 
display cards. You will also be 
provided, if you like, with adver- 
tising circulars. 

By calling the attention of your 
customer to this new, attractive 
and useful device, the sales result- 
ing will be a source of profit for 
you. 











































































American Electrical Heater Co. 
Oldest and Largest Exclusive Makers 


Detroit, U. 8. A. 
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MEFCO 


“Kind to the Eyes” 


From a soft green by day- 
light to a pale primrose tint with 
Tungsten illumination, the 


MEFCO REFLECTOR 


offers artistic possibilities quite 
beyond that produced by any 
other glass. 


Such softened effects are both 
pleasing and restful to the eye. 


The MEFCO REFLECTOR 
is constructed of pure white 
glass reflecting surface on the 
inside, thus securing a very 
high degree of efficiency and 
fine plating of delicate green on 
the outside. 

It is blown—not pressed. 

The design is of the popular 
Sheffield pattern and lends itself 
to highly artistic effects. It does 
not collect dust. 

A folder giving further de- 
scription of this unique reflector, 
together with prices, will be 
sent on request. 


H. G. McFaddin & Co. 
New York 


43 Warren Street 
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‘The Best Lighted Print Shop in the World” 





@. The most difficult problem in the industrial lighting 
field is the correct and economical illumination of a 
printing plant. Both central stations and contracting 
engineers find it almost impossible to satisfy the printer, 
because his lighting requirements are so peculiar. 
@. The Buckeye Electric Company’s Industrial Light- 
ing Department can render practical assistance to any- 
one having a problem of this nature to solve. Here, as 
in the textile field, we have won a reputation for 
practical results. 
@ Theabove illustration—a night photograph taken by 
The Buckeye Illumination alone, without flashlight and with- 
out doctoring” the negative—showsa part of the Morrill 
Buckeye Press, of Fulton, N. Y., which has been pronounced 
. *‘the best lighted print shop in the world.’’ The Installa- 
Electric tion was made by Buckeye experts for the Fulton Light, 
Heat & Power Company, and is a notable example of 
Company the Buckeye policy of co-operating with its customers. 
Cleveland, Ohio @ Our PRACTICAL engineers are at the service of 
Chicago, Pittsburg any contractor, jobber or central station, provided 
Boston, Dallas Buckeye lamps are installed. 


RasCo 
2 Gee Ee ae 
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N Atlanta, Georgia, Mr. Wm. Rawson Collier, 
Commercial Agent of the Georgia Railway & 
Electric Company is sending out reprints of 


ELECTRICAL PROGRESS 


this way:--- 


Every month his salesmen each take a quantity 
and personally address and matl them to as many 
prospects in their districts. If tt ts the Home 
Equipment Number, they send them to thetr best 
prospects for household appliances. If tt ts an 
Electric Sign Number, they send tt to the merchants 
whom they consider most interested. If tt ts an 
Electric Vehicle Number, they send them to the 
people they know can afford a pleasure car or to 
those merchants who are most alive to opportunity. 


The result is---the salesmen are personally interested. 
They read Electrical Progress themselves and go right after 
that list of prospects backing it up with the same sound argu- 
ments and all the added strength of their personality. It is a 
strong combination. 


Why not adopt this method yourself? 


It insures a live list and practical support from the sales- 
men. Your prospects, receive what is apparently a little inde- 
pendent magazine. It applies to their case. ‘They read it. 
And you have laid your whole appealing proposition before 
them and encountered no prejudice. 


Read the Home Equipment Number hound in this magazine, and try 
Mr. Collter’s method this month. The Reprints cost as low as 2 cents aptece 
in que “ty or on Selected Delivery Contract. 


15. J00 Reprints have been distributed by Central Stations. 


SELLING ELECTRICITY 


74 CORTLANDT STREET NEW YORK CITY 


In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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RANGE OF _ | Distributing 
REFLECTORS ) Diffusing 


Short Base | RANGE OF 
Concentrating 


Skirted Base 
Large Base ) LAMPS 


500-W att Mazda lamp 





Cat. No. 6141 


Central Stations are finding a ready-made opportunity for increased business in the industrial lighting field, by using 
BENJAMIN REFLECTOR SOCKETS 


with 
One-piece Enameled Steel Reflector and Socket Cover 
No recent line of electrical devices has more completely supplied a waiting demand. They are furnish r short, 
skirted, or large base lamps, with bowl-shaped or flat cone reflectors of special design—for concentrated — -dium o1 


wide distribution. They are easily wired, good appearing, durable, and offer definite lighting results. 


LET US TELL YOU ABOUT OUR LARGE INDUSTRIAL INSTALLATIONS 
Write For Our Reflector Socket Bulletin No. 7 


BENJAMIN ELECTRIC MFG. CO. 


NEW YORK: 27 Thames St. CHICAGO: 120-28 So. Sangamon St. SAN FRANCISCO: 151 New Montgomery St. 
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The Profitable Kind of 


Industrial Lighting 


Mill, shop and factory lighting may be made a 
very desirable part of the central station load and an 
important factor in the securing of power business, 
if it is handled properly. 


Central stations willing to make a consistent effort 
to place this class of business upon a profitable basis 
can secure the co-operation of the Holophane Com- 
pany’s industrial lighting engineers. These experts 
have sold hundreds of thousands of 


Holophane-D’Olier Steel Reflectors 


to industrial establishments operating isolated power 
plants, and their services will be of value to central 
stations in meeting isolated plant competition. 


Just as the electrical and mechanical engineer 
of the central station secures business by effecting 
economies in transmission and drive, so the Holophane 
industrial lighting engineer helps to secure business by 
effecting greater efficiency in illumination. Is it not 
“good business” to take advantage of Holophane 
co-operation in seeking the profitable kind of co- 
operation? 


HOLOPHANE COMPANY 


Sales Department: 


NEWARK, OHIO 


New York Chicago San Francisco Boston 
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GREENWOOD 
SIGNS 


IN 


MEMPHIS, TENN. 















This is not a composite’ 'photograph. It is one snap of the camera 
in Memphis, Tenn. Study these four Greenwood Signs and see what you 
think of them—The camera can't lie. 


We are dealing direct with or through over 140 Central Stations all 
over_the country, and in some cities have furnished 95% of the signs on the 
circuit. We furnish expert salesmen and designers for active Sign Campaigns. 


Greenwood Signs are All Metal Signs with a New and Durable Finish 


not used by other sign manufacturers. 


We are ready to submit sketches and help you build up your sign load, 
and in dealing with the Greenwoods you can be sure of three things: —The 
finished sign will carry out the full intent of the artist. It willl be built for a 
long active life. It will be delivered when we promise it. 


GREENWOOD ADVERTISING CO. 


Knoxville, Tenn. 


In writing to advertisers, mention ‘‘Selling Blectricity.’’ 
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Jandus Luxolabra—Cooperation 


Next to efficient management, electrical co-operation has 
done more for your company than any other element entering 
into its development. 


Jandus Luxolabra is a current user, a revenue producer 
and one of the greatest co-operative propositions that has ever 
been offered. 


Our ornamental lighting department, the personnel of 

which is made up of some of the 
best ornamental lighting experts in 
the country, is maintained for 
the sole purpose of co-operating with 

» central station new business depart- 
ments in planning and launching 
comprehensive lighting campaigns. 


We are manufacturers not philan- 
thropists. Therefore, it is only 
proper that we should make a nomi- 
nal charge for the services of these 
experts. ‘‘You want to look out for 
the man who offers you something 
for nothing.” We can’t afford todo 
it. Our co-operators are experts 
and worthy ‘of their hire. 


Are you aco-operator? Will you 
meet us half way? If so, write us 
your conditions, we can help you. 


The Adams-Bagnall Electric Company 
CLEVELAND 


New York Philadelphia Pittsburg Chicago Atlanta 


In writing to advertisers, mention ‘‘Selling Electricity.’’ 
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ational is. 


¢¢ 


offer the Choice of Three 
distinct Plate “Thicknesses— 


Standard, Medium, and Thin 


The old Standard plate, first brought out over thirteen years 
ayo,’ still holds its own and the Sperry negative is conceded 
today even by our competitors, to stand in a class by itself. 


With the demand for more capacity per plate, came the 
C.B.H. and W.B.H. types—the best medium plates the market 
still affords. 


And to meet a special class we developed SUCCESSFULLY 
the W.B.T.—the final word in thin plate construction. 

Thin and medium plates mean more plates per jar— more 
surface, more capacity, more mileage per charge, yet with an 
assured reasonable life. 

Write to our nearest ofice—let us talk details of construc- 
tion— grid, paste and “National” curing process —the big factors 
in successful, reliable Vehicle Batteries. 


For each class of service there is a “National” battery of 
special design. 


The United States Light & Heating Co. 


General Offices: 30 Church Street, New York 


New York Boston Buffalo Cleveland Detroit Chicago St. Louts San Franctsco 
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Selling Signs From a New Angle 


How Electric Advertising Has Been Established in Meridian, Miss. 


By C. E. Varney, Commercial Manager Meridian Light & Railway Co., Meridian, Miss. 


There is just one thing that makes 
the Meridian sign situation interest- 
ing and different from the story of any 
other progressive city where the devel- 
opment of electric advertising has 
been rapid and successful. We began 





C. E. Varney, Commercial Manager Meridian Light & 
Railway Co., Meridian, Miss. 


at the top and worked down; we de- 
cided that the best way to make elec- 
tric advertising popular and profitable 
in the city of Meridian was to give it 
prestige and character in the eyes of 
the people, to make it the mark of the 
most successful and enterprising fac- 
tors in our local business fabric. We 
felt that if the leading bank and trust 
company, the leading newspaper, the 
leading jeweler, the leading real estate 
man and the leading druggist adopted 





the electric sign as a dignified medium 
of publicity it would establish electric 
advertising at once and identify it 
with the city’s newly awakened ac- 
tivity. 

So we went after them consistently 
and persistently, and we sold them, 
the accompanying photographs 
show. Our first sign was sold to a 
piano house, the second to our leading 
bank, the third to our largest furniture 
store, the fourth to our leading drug- 
gist, the fifth to our liveliest real estate 
man, and the sixth to our most promi- 
nent newspaper, which seems to be a 
pretty good talking point for electrical 
publicity. 


UNION 
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No. 1—The Leading Bank and Trust Company 





Cut No. 1 is the Union Bank & 
Trust Company’s sign, one of our 
leading financial institutions and one 
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of the first to take up the subject of 
electric advertising. The sign is 28 
feet high by 14 feet wide. The larger 
letters are 36 inches high and the small 
24 inches. It was placed on the build- 
ing in such a position that it may be 
seen from almost any point in the 
residence section of Meridian. 





No. 2 


Signs of the Leading Newspaper and the 
Leading Druggist 

Cut No. 2 shows a sign erected by 
our only evening paper. It is a steady 
burning sign, with the exception of the 
star, which has a _ twinkling effect, 
flashing the points, of the star alter- 
nately white and green. On the day 
after the first night’s illumination of 
this sign, The Star commented edi- 
torially, as follows: “The new sign 


is The Star's contribution towards 
making night as light as day in the 


downtown section of our thriving city, 
and it is also a little lesson in advertis- 
ing. It cost many hundred dollars to 
install the sign, but The Star knows 
only too well that yudicious advertis- 
ing is bread cast upon the waters 





No. 3—This Sign Marks the Leading Real Estate Man 


which brings instant and marvelous 
returns.” 

Cut No. 3 is that of our most promi- 
nent real estate man who is using the 
slogan “I Get Results,” in all of his 
advertising. The sign flashes on word 
by word, and being right across the 
street from our largest hotel has proven 
a money maker to the advertiser. 

The picture of the Gus Kendall sign, 
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Cut No. 2, speaks for itself, except for 
the scroll border which is highly orna- 
mental and very beautiful, having 
what is known as a shunted effect, 
giving the appearance of moving con- 
stantly from the top center down 
around the sides to the bottom center. 
It has caused more comment so far as 
its attractiveness is concerned, than 
any other sign we have erected. 

Cut No. 4 shows our first outlining 
contract and the installation amounts 
to about 500 4-cp. lamps. This is the 
business home of Meridian’s oldest 
and most prominent jewelers, and it 
is needless to say that they are the 
most progressive. This installation 
has created a great deal of comment, 





No. 4—The Leading Jeweler’s Installation 


and has given an impetus to the sub- 


ject of electrical publicity in our city. 


Cut No. 5 shows a good example of 
how an electric sign can be made 
attractive and individual in the day- 
time as well as at night and is probably 
the most inexpensive sign we have 
erected. This is not a saloon, but an 
eating house. 

Cut No. 6 shows an_ interesting 
scheme for the creating of window 
lighting business. We secured the 
window space in an empty building, 
had the proper installation of Mazda 
lamps and Holophane steel reflectors, 
and gave the merchants of the city the 
privilege of displaying their wares for 
a week. This resulted in closing a 
great number of contracts for window 
illumination. 

Meridian has been dry for sixteen 
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years and the city government is ex- 
ceedingly active in restraining the 
sale of intoxicating liquors in any way, 
shape or form. We were not aided, 
by the liquor dealers, therefore, in the 
building of our “Great White Way,’ 
as central stations are in wet localities, 
which goes to disprove the statement 
made by some advertisers that elec- 
tric signs are only advantageous to 
the purveyors of “booze” and other 
refreshments. 

Our campaign was not fairly launch- 
ed until June, and the results of our 
six months’ work shows a total of 3,674 
4-cp. lamps in sign and outline lighting 
and 222 16-cp. equivalents in window 
display lighting. None of ‘this busi- 
ness has been secured through the use 
of follow-up letters or by any other 
ineans than continually boosting the 
proposition in the newspapers and by 
personal solicitation. 

Meridian has a population of 20,503, 
but is not the typically Southern town, 
for it has every characteristic of a 
hustling city of the middle west. The 
street railway system, for example, 
with its shops and car barns is more 
what you would expect to find in a 
town four times the size. The stores, 
hotels, ete., are all reasonably up-to- 
date. The business centre is not 
restricted to a single street but spreads 
over an area of several streets in both 
directions. The Meridian Light & 
Railway Company’s office is just at 








the edge of the business 


oéSreeve PROPER WINDOW ILLUMINATION sum 
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January 7th. The sign itself is ex- 
ceedingly impressive. It stands on 


the roof of a six-story building and 
measures 40 feet high by 45 feet long. 


oe —~ 
@ Merore- 





No. 5—An Eating House Installation—Night and 


Day Views 
The circle is 30 feet in diameter, and 
1400 4-cp. lamps are in circuit. The 
circles revolve in yellow and _ red. 
The letters are flashed in a green and 
white combination. The public has 
been much interested in its construc- 


tion and on the opening night assisted 
by some full-page newspaper ads, a 
brass band, and several striking ban- 
ners, we pulled off the biggest 
Meridian has ever seen. 


“stunt” 





mie ABOUT IT, 


We had our offices 
district in a flatiron decorated tastefully, 
building, the roof of both upstairs and down, 
which gives a very fine an orchestra of eight 
location for our new pieces furnished music, 
sign, which can be seen we gave away souvenirs 
pretty generally through & to the ladies and cigars 
several leading business No. 6—The Model Window Display to the men and had a 
streets. demonstrating display of — electric 

The turning on of the company’s cooking and heating appliances at 


sign (shown in cut No. 7) was made 
the occasion of a big celebration on 


work, including a new General Electric 


range. We preceded our evening’s 
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entertainment by serenading the differ- 
ent concerns which have taken up our 
flat-rate for sign and window lighting, 
ending up at the speaker’s stand, 
which was erected in the City Hall 
Square, and commanded a view of 
the big sign. After several short 
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No. 7 


speeches the mayor complimented the 
company on its progressive spirit, and 
pressed the button, throwing on the 
big sign while the band played “Dixie.” 

The crowd was estimated anywhere 
from five thousand to fifteen thousand, 
and the way they jammed and packed 
and crowded into this office was worse 


than a New York cafe on New Year’s 
night. This is an event that will 
be talked of in Meridian for a_ long 


time, and I believe has done more to 
arouse enthusiasm towards the subject 
of electric advertising than anything 
else we could possibly have done, and 
we are now going to reap the harvest 
as fast as possible. 

The basis of our campaign has been 
the desire to establish the character 
of electric advertising as the most 
progressive, dignified and reputable 
medium. We have sold our first signs 
to the leaders of public opinion, and 
we have guarded the standard of win- 
dow lighting no less. A representative 
of the Holophane Company spent 
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The New Sign on the 
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some time in Meridian last fall, lee- 
turing, demonstrating and laying out 
installations, with the result that a 
window to be effective in this town 
must be designed by an expert. We 
feel that though we have gone forward 
more slowly than if we had picked the 
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Company’s Office Building 


easy orders, still electric advertising 
in Meridian stands today on a more 
substantial foundation, and the future 
will produce a more prosperous and 
profitable development. 


Mississippi Joins N. E. L. A. 

The Mississippi Electric Association, 
which represents the central station 
industry of the state, held a meeting 
at Meridian, Mississippi, on January 
19th, when after thoroughly canvass- 
ing the wishes of the members and re- 
celving a unanimous’ endorsement, 
it was voted to affiliate with the Na- 
tional Electric Light Association. The 
president, Mr. A. B. Patterson and 
Mr. A. H. Jones, secretary and treas- 
urer, were instructed to make the 
necessary arrangements with the na- 
tional body for putting this affiliation 
into effect. The national society has 
already a number of members in the 
state and this new union will be par- 
ticularly beneficial to the smaller 
companies. 
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The Neglected Personality of the 
Central Station 


The Human Side of Our Business as an Undeveloped Asset 


By H. 5. Holt, President Montreal Light, Heat & Power Company; 
President The Royal Bank of Canada 


(This article should be of unusual interest to the entire industry. Mr. Holt is not only a practical central 


station man, but a leading figure in Canadian finance. 
bracing, and the progressive spirit of these suggestions is significant. 


The most unfortunate and _far- 
reaching influence with which the 
public service corporation is battling 
today is the lack of popular interest 
and familiarity with the details of its 
business. The industry has neglected 
a great opportunity in so long permit- 
ting the public to remain unthinking 
of the intimate relationship which 
exists between the public service 
corporation and every man_ and 
woman who lives within each of its 
lines. 

The modern electric company is not 
a private business enterprise, it is a 
public influence, a dominant trait in 
the character of the community, a 
factor in the daily life of every citizen, 
which is contributory to his personal 
comfort, his habits and his material 
prosperity. And this influence affects 
him in a more vital and multiphase 
manner than the service of any other 
public utility, the railroad, the tele- 
phone, the telegraph, the water system 
or the street railway. Not that I 
mean that anyone of these could be 
more easily dispensed with, for each 
is undeniably essential to our modern 
scheme of life, but the influence of 
electricity is close akin to the influ- 
ence of progress. 

The railroad, the telephone, the 
telegraph, the water system and the 
street railway must keep apace with 
the growth of population and give us 
better, more and faster trains, com- 
munication to more distant points, 
ample fire protection for even higher 
buildings, and more comfortable and 
convenient city transportation service. 
The gas and electric systems must 


His point of view is therefore particularly em- 
Editor.) 


forge ahead in the same way. But 
beyond this matter of serving the de- 
mands of a growing people is that fur- 
ther vital constructive influence that 
is making electric service the dominant 
force of the day. It is entering the 
homes of the people, bringing them 
clean, healthy, cheerful light, shorn of 
labor; the electric fan to lift the bur- 
den of hot weather, the washing ma- 
chine, the electric iron, the vacuum 
cleaner and the general utility motor 
to simplify the servant problem and 
relieve the woman who does her own 
housework; it is offering innumerable 
other labor economies that are banish- 
ing domestic drudgery. It is broaden- 
ing the merchant’s sphere of influence 
by the distance that his flashing sign 
and bright windows can be seen. It 
is brightening up the dark streets, 
making them more useful, convenient 
and far safer to the people and more 
easily and economically policed. Its 
influence is bringing out the people 
to enjoy the evening hours in the open 
air while the brilliant displays of the 
business centre draw the crowds from 
surrounding town and country, with 
increased business to the merchant. 
It quickens the heart of the city and 
is awakening long dormant communi- 
ties to prosperous activity. The con- 
venience and economy of electric power 
is cheapening the manufacturing pro- 
cesses, which means a quicker turn- 
over and greater civic wealth. 

In short, the light and power com- 
pany has become a constructive influ- 
ence with intimate personal relations 
in every home and place of business 
in the community, for even those who 
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are not yet consumers are still enjoy- 
ing the broader benefits. Why, there- 
fore, is the public uninterested in the 
details of our business and often un- 
sympathetic? We have thrown the 
burden of investigation on them! 
We have asked them to find out! 
We have kept all this interesting in- 
formation to ourselves! 

One of the strongest human traits 
is the thirst for information. You 
and I enjoy the inspecting of a shoe 
factory or a paper mill, not because 
we expect to use the information we 
glean, but because we are interested 
in seeing how the other man runs his 
business. Moreover, from that time 
a pair of shoes or a sheet of paper 
takes on a personality in our eyes 
which gives it an interest and a value 
that makes us appreciative. The 
Montreal Light, Heat & Power Com- 
pany extends a hearty invitation to 
all who may be interested, to visit any 
of its stations and investigate the 
entire working of its system, and we 
are confident that every man who 
takes the trouble to wnderstand what 
we are accomplishing, and what we 
are working to do for his own individ- 
ual welfare, goes away in full sympa- 
thy with the company. 

That points the opportunity of the 
light and power company for, when 
the householder, the merchant, the 
newspaper man and the city official 
begin to realize and appreciate what 
a marvelous complex organization 
makes possible that ever-ready in- 
candescent lamp, there will be less 
misguided criticisms. When the pub- 
lic, individually and as a mass, under- 
stands what lies behind those giant 
generators that keeps them whirling 
day after day, year after year, as 
though held down by the hand of 
Fate, they will begin to feel the same 
proprietary pride in the electric light 
plant that they do in their parks and 
their public buildings. 

The way to advance the realization 
of such a state of public approval, as 
I see it, is neither hopeless nor obscure. 
But the company must take the ini- 
tiative, work continuously, consistent- 
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ly and conscientiously, 
work at home. 

First interest your directors and 
stockholders. Teach them that their 
basic concern, that their immediate 
dividends, lie in a favorable market 
for the product of the company! 
Arouse their own appreciation and 
enthusiasm! Show them that the 
prosperity of the company and the 
broader prosperity of the community 
are one and inseparable! Impress on 
them that the greatest asset in the 
world is staunch friends—for the 
company no less than the man! 

Then open your heart and your 
ambition to the press and to the Board 
of Trade—let your story reach the 
merchants and business men. Reveal 
its broader aspects and the unity o 
your common interests. Put them 
all in touch with the human side of the 
public service corporation so that their 
lamps, and their motors and_ their 
switches will stand for men whom they 
know, friends of theirs, and behind 
that a marvelous and fascinating sys- 
tem that never sleeps and ever waits 
their call. 

Everything that makes for good 
feeling towards the company and 
profitable business for the company 
makes for good service and benefit to 
the individual consumer. Pvcry di- 
rector and every stockholder by his 
example and influence and with a 
little consistent effort can accomplish 
untold goad, for his personal connec- 
tion and influence can bring in profit- 
able business, which could be secured 
otherwise only as a result of long and 
expensive sales endeavor. It is to 
his interest to save this money. 

The greatest, most harmful source 
of misunderstanding and dissatisfac- 
tion between the company and the 
public lies in the popular ignorance 
of those human details and complica- 
tions which beset us. We need pub- 
licity of the intimate, personal, man- 
to-man kind, between you and your 
friend, that will make every man, 
woman and child familiar with the 
personality of electricity and its bene- 


fits. 


and begin its 




















Brooklyn Man Installs 


Decorative 
Under 


Illumination for Uncompleted Building 


Lamp-posts to Advertise Building 


Construction 


By Julian N. Walton, Edison Electric Illuminating Co., Brooklyn, N. Y. 


A fine example of decorative adver- 
tising street lighting, due to individual 
enterprise, has just been installed in 
Brooklyn. The novelty of the instal- 
lation is shown in the accompanying 
illustration, for a bright lighted chain 
of decorative lamp-posts illuminating 
the first stages of building construction 
is not a common sight. 

Mr. Hugo Tollner, who is building 
a block on Bedford Avenue, between 
Putnam Avenue and Madison Street, 
decided that it would be good policy 


As a friend of Mr. Tollner’s I did 
not want to see him do this, for I knew 
that it would give his building a garish 
tone and detract from its dignity. 
I suggested an installation of decora- 
tive lamp-posts, but he had never seen 
one. I happened to have a copy of 
Selling Electricity” in my pocket at 
the moment and pulled it out and 
showed him some pictures of town 
installations out west. He was most 
enthusiastic and ordered equipment 
sufficient for his entire front. 





Novel Street Lighting Installation in Brookivn which was Burning before the Building was One Story Up 


to install a distinctive and attractive 
system of street illumination as an 
advertisement for his property. I 
had known Mr. Tollner personally for 
sometime and was therefore able to 
discuss the matter with him without 
encountering the natural prejudice of 
the man with an order. Mr. Tollner’s 
enterprise was a bit unique and needed 
publicity. He was constructing a 
block of stores, above which were to 
be a series of ballrooms and lodge 
rooms with a third floor given up to 
offices. He was considering outlining 
the building. 


Six standards were installed, made 
by the J. L. Mott Iron Works. The 
block is 200 feet long, and each stand- 
ard is equipped with five 100-watt 
tungsten lamps, with 16-in. opal globes. 

The resulting illumination is superb, 
and the effect can possibly be best 
stated by its inverse, i. e., the reverse 
side of the street is thrown so com- 
pletely in the shade, that the mer- 
chants there have taken into imme- 
diate contemplation the installation of 
additional lighting, which will prevent 
the business all being done on the 
opposite side. 
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The effect of this illumination has 
been quite as interesting to Mr. Toll- 
ner. Before his buildings were near 
completion he had established such 
a brilliant and attractive block that 
the premises were rented well in ad- 
vance and the halls and lodge rooms 
are much talked of. The real estate 
men say that it is the finest scheme 
they have yet seen for renting in a 
large building. It throws the enter- 
prise in the limelight and _ beautifies 
it and this one installation has already 
been under discussion before several 
local Boards of Trade. As a result, 
we have received over a_ half-dozen 
orders for decorative post installations. 

The following letter, received from 
Mr. Tollner, is certainly a_ strong 
testimonial: 

“My dear Mr. Walton: 

“The electric street posts which 
you recommended that I install at the 
curb in front of my new buildings on 
Bedford Ave. have been in use over 
two months and have given such good 
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satisfaction that I desire to thank you 
for the suggestion. 

“In my opinion the best and only 
satisfactory results are obtained from 
lights that are placed on posts at the 
curb of the sidewalk, inasmuch as they 
throw the light against the buildings, 
whereas lights that are attached to 
the buildings throw the light away 
from it and into the street, clearly 
leaving the building in darkness, es- 
pecially the upper portion of same. 

*My lights have attracted a great 
deal of attention and comment, and 
even though my buildings are not 
nearly completed, I consider the cost of 
lighting them every night a very cheap 
advertisement for my new buildings. 

“Should you so desire, you may 
refer anyone to me who may contem- 
plate installing street lights of this 
nature. 

“Wishing you the compliments of 
the season, I remain 

“Very truly yours, 
(Signed) Hugo Tollner.” 













A Co-operative Window 
Stunt 


Cc. A. SUNDERLIN 


Commercial Manager, The Colorado Springs Light, Heat & Power Co., 
Colorado Springs, Col. 





Owing to the fact that our office is not on the main thoroughfare, we are 
always confronted with the problem of creating window displays that will draw 
the crowds to our own street. To help do this, we recently took a small electric 
ventilator fan, placed it in the window of one of our progressive stores, turned 
on the current, and consequently the air, and placed a small light rubber ball 
directly in the air current, so that it was held up without any visible means of 
support. The ventilator was covered up, and the ball apparently floating in 
mid air, caused a good deal of interest. 

Then, to get the people to thinking of our business, we placed a show card 
in the window, with the following words on it: 

WHAT HOLDS THE BALL UP? ASK THE ELECTRIC LIGHT CO., 
THEY KNOW. 

The inquiries were many, and easily gave us an opportunity to interest 
the parties in various electric devices. 

The merchant whose window was used, created further interest by paint- 
ing numbers on the ball, and offering a prize for the correct result in addition. 
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Power Propaganda in Birmingham, England 


The Description of an Interesting Industrial Power Display Room 


By James A. Seager, A. M. I. C. 


Since the municipal boundaries of 
Birmingham were extended to em- 
brace the greater community, this 
city may now claim to be inferior only 
to London in size, if not in importance, 
among the cities of the United King- 
dom of Great Britain, and the diver- 
sity of its manufactures is only equalled 
by the energy with which its prod- 
ucts are sold throughout the entire 
world. 

It may be said that the manufac- 
turers of Birmingham depend for their 
prosperity on the economical supply 


a 





Power Display Room of the Birmingham, England Central Station 


of power. The selection of a power 
source, therefore, has been demon- 
strated in this area to be a matter of 
utmost importance. Birmingham is 
the leading exponent of the fact that 
cheap power production and large out- 
puts are the great essentials to suc- 
cess, and the elimination of hand 
power and the introduction of mechan- 
ical appliances, efficient power supply 
and economical layout and arrange- 
ment of plant has been a feature of 
modern Birmingham, even in_ the 
smallest factories. In this develop- 
ment electric power has had a very 
large share. 





E., Newcastle-on-Tyne, England 


The city of Birmingham is fortunate 
in possessing a municipal electricity 
supply undertaking which might serve 
as an example to many others. The 
large area over which it operates, and 
the peculiar advantages which Bir- 
mingham offers in the consumption of 
power by comparatively small but 
numerous users having a large diver- 
sity factor, renders the power propa- 
ganda of the Corporation especially 
interesting. In 1891, the power con- 
nections in Birmingham reached the 
impressive total of 3 horsepower! 
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In 1906, they amounted to 3,000 hp., 
while at the present date, they total 
no less than 22,000 hp. These figures 
not only show the remarkable ad- 
vances which have been made in elec- 
tric power supply, but also indicate to 
what a very great extent the manu- 
facturing operations of Birmingham 
depend on electric power supply from 
a central station. 

The Birmingham electric supply 
department maintains a trained staff 
of engineers looking to stimulate the 
demand and to give expert advice in 
the installation of electric power in 
workshops and factories. This devel- 
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opment, known as the Consumers’ 
Department, has carried on power 
propaganda work which has been to a 
large extent the cause of this great 
development of power consumption. 
In addition to supplying current and 
establishing a scheme for the hire of 
motors, it has recently been considered 
advisable to arrange a permanent 
power showroom to demonstrate the 
various types of motors and _ their 
many local applications and the differ- 
ent systems of driving. This show- 
room has already been found of con- 
siderable assistance in obtaining new 
consumers and enabling them to de- 
cide the best methods of remodeling 
their works. 

As the great success of this electrical 
power supply has been in the direction 
of supply of three-phase alternating 
current at cheap rates to large power 
users, a part of the showroom, has been 


equipped with alternating current 
machinery. Three-phase current is 


taken from the adjoining sub-station 
at Dale End. This supply is con- 
trolled by a three-phase oil switch 
and passes into an air-cooled trans- 
former, which reduces the pressure to 
110 volts. This transformer is a 
miniature of a large number supplied 
to various works in the town. The 
low-tension current is taken to a power 
distribution board, where it is sub- 
divided for the supply to the various 
machines. This board is designed 
for use in works and factories which 
are subject to dirt, dust or damp, and 
is of good and simple construction, 
built up on an angle iron frame con- 
taining ironclad switches and ironclad 
“Z” enclosed fuses, the whole of the 
connections being made by means of a 
three-core cable protected by a patent 
flexible armour. On the right-hand 
side of the switchboard is an electric 
welding plant. This plant is capable 
of welding metal up to about three- 
quarters of an inch diameter, and a 
weld takes from 5 to 10 horsepower for 
about three seconds. The growing 
use of alternating current in Birming- 
ham provides a field for a welding 
plant, and as an electric weld is cleaner 
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and stronger than welding by any other 
method, it is not surprising that the 
cycle, motor-car, and metal trades in 
Birmingham are taking this system 
up very readily. 

On the left of the switchboard is a 
model rolling mill electrically equipped. 
This mill is provided by a local firm of 
builders, and consists of a pair of hard- 
ened and polished steel rolls 6 inches 
by 4 inches. It is driven through a 
paper pinion by means of a Westing- 
house three-phase slip ring motor, the 
motor being mounted on the same bed 
as the mill. The plant is provided 
with a three-phase oil switch for con- 
trolling the current, and the oil switch 
has an automatic overload release, 
which can be set at any desired point, 
and will automatically cut off current 
in case the load on the mill through 


accident exceeds a _ predetermined 
amount. A further important device 
is a remote control push switch. 


This switch is fixed on the rolls them- 
selves, and the operator can stop the 
motor from any point by pressing one 
of these switches. The whole ar- 
rangement is a miniature of that sup- 
plied to the Mint, Birmingham Metal 
and Munitions, Ltd., Messrs. Barker 
and Allen, and other large rolling 
mills. This motor is supplied by the 
British Westinghouse Company, who 
have equipped more rolling mills in 
Birmingham than all other electrical 
firms combined. 

The next machine is an electrically 
driven shearing machine. It is sup- 
plied by Messrs. John Hands of Bir- 
mingham, and is driven by a three- 
phase squirrel cage motor, the drive 
being by means of a chain. The mo- 
tor in this case takes up practically no 
floor space and shows how compact 
and convenient this drive really is. 
The other side of the power-room 
contains a number of machines driven 
by direct current motors. 

Self-contained drills, polishing ma- 
chines, grinders, and other examples 
of interesting machinery are shown, 
being lent by the General Electric 
Company, who have installed some 
admirable high and low tension equip- 
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factories in 


ments in 
Messrs. Canning of Snow Hill, Bir- 


the district. 
mingham, who perhaps possess a 
larger trade in plating plant than any 
other firm in Great Britain, are also 
exhibiting. Further plants include a 
gear-driven blower, and a gear and 
belt-driven drill, while wood-working 
machinery and plating sets are in- 
stalled. In addition to the exhibits 
information may be obtained con- 
cerning the equipment of any type of 
premises. It is not expected that the 
display itself will lead to the imme- 
diate adoption of the most efficient 
motors, the best form of drives or up- 
to-date installations, for education isa 
matter of time, but there is no doubt 
that the examples which are shown 
will have an important bearing upon 
the power arrangements in Birming- 
ham factories in the future. 

The showroom is of course used 
for “‘missionary” work, and the chief 
arguments which are urged are the 
possibilities in arranging the works 
machinery so as to get the greatest 
output per square yard of the factory, 
the minimum handling of material in 
passing through the works and the 
saving of labor thus effected; the free- 
dom of design of buildings due to the 
flexibility of electricity; the improve- 
ments in electric motors and the ma- 
chines driven by them to produce 
highest efficiency and economy; to- 
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gether with the increase of output 
often effected solely as the result of 
electric drive. 

In a word, the Birmingham Cor- 
poration Electricity Department have 
realized that it is not enough merely 
to electrify a works. Many electrical 
failures from an economic point of 
view have been caused by faulty lay- 
out, awkward drives, and poor plant. 
It has therefore become necessary, in 
the interests of the municipality, the 
consumer and the electrical manufac- 
turers, to give the very best possible 
advice on the use of current for power 
purposes. This development, which 
is probably the first permanent power 
showroom owned by an electric power 
supply authority in Great Britain, is 
proving to be a most useful piece of 
machinery for this purpose. 


Unique Windows in 
Walla Walla 


Pacific Power & Light Company Devises New 
System of Illumination 


Mr. W. B. Foshay, local manager 
for the Pacific Power & Light Com- 
pany in Walla Walla, Wash., has in- 
stalled a new system of illumination 
in the company’s show-windows which 
is producing most effective results, as 
shown in the photograph of the kitchen 
display. The window fronts are con- 
structed of large panes of plate glass 
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The Walla-Walla Window with Normal Illumination 
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surmounted by smaller panes in sashes 
similar to the ventilator type. On a 
level with the top of each of the large 
panes, and over the entire show space 
is a false roof built in sections so it can 
be lifted up from above. Each section 
is wired independently. 

Fourteen inches. below this false 
roof a frame is suspended which sup- 
ports large panes of ground glass. 
The light is flooded over this screen 
by the lamps which are spaced every 
12 inches over the entire surface of the 
false roof, and equipped with Holo- 
phane concentrating reflectors. To 
hide the false roof and the lighting 
equipment from the street, a sign is 
painted on the window just 14 inches 
wide and provides an effective illumi- 
nated display. 





The Other Window with Lights Out 


The light thrown on the ground 
glass ceiling is absolutely even in in- 
tensity and is diffused over the entire 
window with a soft and very pleasing 


tone. The only shadow that can be 
secured is on the floor directly under 
the object. The underside of the 
false roof is painted white, so as to 
provide a reflecting surface. 

The windows themselves are 4 feet 
deep by 15 feet and 20 feet wide. 
Above the larger window are 60 lamps 
and above the other window 40 lamps. 
Forty-watt tungsten lamps have been 
installed in one and 50-watt gem 
lamps in the other and the contrast 
is marked in favor of tungsten. 

The effect of the illumination is well 
shown in the photographs reproduced. 
The lighted window was photographed 
at night with no light but its own, and 
with only an eight-minute exposure. 
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Store Lighting in Cleveland’s 
Down-town Shopping 
District 


By Roscoe Scott 


The immense volume of new electric 
lighting business which high efficiency 
incandescent lamps have brought into 
existence can hardly escape the notice 
of the most unobserving person who 
walks of an evening through the retail 
shopping district of a modern city— 
particularly if that city be the territory 
of a wide-awake central station. Stores 
that a year or two ago were lighted by 
gas exclusively, now show sockets 
where the burners used to be; erstwhile 
gloomy display windows have become 
resplendent with electric light, while 
electric signs, with their silhouetted 
and flashing messages, are seizing 
vantage-points all along the streets. 
Some statistics that were obtained on 
a recent investigation of store illumi- 
nation in Cleveland will be of interest 
in this connection. 

A pedestrian, walking up Cleveland’s 
most famous highway, Euclid Avenue, 
starting of course at that “‘beginning 
of all things,” the Public Square, will 
immediately find himself in the very 
heart of the fashionable shopping dis- 
trict, while further out he will find the 
Avenue marked on either side by the 
mansions of the wealthy. 

Just a block away, Prospect Avenue 
runs parallel with Euclid for a distance 
of about two miles. The investiga- 
tion in question was confined to two 
oppositely situated stretches of the 
two avenues, taken at their down- 
town extremities, these two sections 
of thoroughfare being each one-third 
of a mile long. Euclid, owing partly 
to the fact that it is a “meridian” of 
the city, is the busier of the two ave- 
nues, and claims most of the large de- 
partment stores, banks, and railway 
ticket offices. The canvass took 
in both sides of the street in each 
case. 

The following table gives in con- 
densed form the results of the investi- 
gation. 
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Table 1 
Investigation of High Efficiency Incandes- 
cent Lighting on the Portions of Euclid and 
_ Prospect Avenues lying between Ontario and 
East 9th Streets, Cleveland, Ohio. 
. = @ Pros 
Euclid pect Totals 
Ave. ‘Ave. 
Total No. of stores F 64 49 iS 
No. using Mazda or tungsten 
lamps exclusively 28 
Per cent using Mazda or tung- 
sten lamps exclusively. . 


65 


No. using Mazda or tungsten 
lamps in —— with 
other illuminants.. . . . 17 

Per cent using Mazda or tung- 
sten lamps in conjunction 
with other illuminants 


Total No. using Mazda or tung- 
SURI IMTS oe ce he 54 

Total per cent using Mazda or 
tungsten lamps........ 84 


No. who do not use high effi- 

ciency incandescents........10 14 
Per cent who do not use high 

efficiency incandescents.....16 29 
No. using gas for lighting Q 5 

The electric lighting rate, which 
applies in the case of practically all of 
the stores canvassed, is 12 1-2 cents 
for the first thirty hours’ use of the 
maximum demand and 5 cents there- 
after, while artificial gas, at the time 
the canvass was made (in January, 
1911,) was selling at 75 cents per 
thousand cubic feet. 

The following table shows how those 
establishments which were found to be 
most numerous in this locality 
found to be “lined up” 
use of high efficiency 
lamps. 


were 

as regards the 
incandescent 

Table 2 

No. of 


Stores. 


Kind of Stores. 


No high 


Euclid 
Ave. 
Prospect 
Ave. 


Mazda 


Cigars...... 

Departme nt store: s.8 

Jewelry . 

Lunch rooms and 
Restaurants... . 2 4 y g 

Shoes, (retail) ....4 1 0 

Wines and liquors .0 6 : 0 


While there is practically no class of 
stores in Cleveland’s down-town shop- 
ping district where Mazda lamps have 
not enabled the Illuminating Company 


a it 2 





SELLING ELECTRICITY 93 


to secure some new business, Table 2 
seems to indicate that the shoe stores 
and cigar stores have been second to 
none in adopting the most modern 
electric lamps. 

The securing of 
Cleveland has been “‘aided and abet- 
ted” by the co-operative advertising 
which the various electrical interests 
of that city have been placing in the 
local newspapers. The idea of the 
“People’s Electrical Page,’’—a_full- 
page of joint electrical advertising 
published at regular intervals in the 
Cleveland News, originated with the 
Illuminating Company, and appears 
to be bearing much fruit. It’s un- 
mistakably a “dollar idea.” 


new business in 


Sales by Telepathy 

W “ ’. Graef, Chief Solicitor, South- 
ern Californie Edison Co., An- 
geles, Cal., at Pasadena, Cal., recently 
delivered a paper before a meeting of 
the salesmen of the company on the 
general subject of “How to get Busi- 
ness and How to Keep It.” In the 
course of his talk he told the following 
story of an experience on the firing line. 

“Sometimes it pays to talk a little 
more about your prospective custom- 
er’s business than your own,” he said. 
“In a great many cases it pays to let 
your prospective customer do a little 
more talking than you do. Occasion- 
ally a good listener will secure a con- 
tract where a rapid-fire talker would 
fail. 

“It has been said that every 
has his hobby. If you are a 
listener you will invariably discover 
your prospective customer's hobby. 
The hardest proposition I ever han- 
dled was a man whom I called upon at 
least twenty-five times, and I know 
positively that I made no impression 
whatever, and I never saw the man 
smile. One day I called in to see 
this gentleman and had to wait a few 
moments, as he was busy with another 
man. From the conversation I over- 
heard, I discovered that his hobby 
was telepathy. He seemed very en- 
thusiastic on the topic, and I was sur- 
prised to see him smile for the first 
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time that day. I did not say anything 
to him about telepathy on that visit, 
but his business and influence were 
very valuable to my company, so I 
went out and garnered in all the in- 
formation I possibly could regarding 
telepathy. Every time after that 
when I called on the old gentleman I 
had something new to tell him about 
telepathy. He believed that the day 
was coming very soon when messages 
could be conveyed over long distances 
by this means. 

“One day I asked him if it had never 
occurred to him that he ought to give 
my company his business. He said, 
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‘No,’ and then asked me why; and I 
told him because I had lain in bed 
every night, thinking, and trying to 
convey this thought to him. This 
brought forth a burst of laughter; 
however, it had its effect, because a 
few days later I secured the long de- 
sired contract, and I really believe to 
this day, he gave it to me because he 
wanted to encourage my belief in the 
reality of telepathy. This probably 
seems amusing, but the amusement I 
derived from it was the fact that, up 
to the time I left the company, I had 
secured twenty-seven additional con- 
tracts through this man’s prestige.” 


Organization Harmony 


Extracts from an Address Delivered before The Manager's Association of 
“The Tenney Syndicate,” Boston 


By C.W 


The value of promoting harmony 
within a central station organization 
is recognized by all grown men—but 
organization, to reach the pinnacle of 
effectiveness, must be harmonious in 











ise WwW Lee 


a practical no less than in a senti- 
mental manner. Its members must 
frequently discard their personal views 
in favor of the views of those higher in 
authority; they must pursue policies 
with which they have not been in sym- 


. Lee 


pathy. Let them fight as vigorously 
as they can for the adoption of the 
policies which they believe to be best, 
and if these are rejected, then let 
them support with the same vigor the 
policies to which the organization has 
become committed. Harmony of pur- 
pose and even harmony of thought are 
just as essential as harmony of action. 

The local manager, the head of the 
new business department, the man 
behind the complaint desk, the clerical 
and soliciting forces, and even the 
operating department should reflect 
the policy of the organization. Each 
public service corporation leaves its 
imprint upon the community by rea- 
son of the conduct of its representa- 
tives rather than by reason of the 
general attitude of the company itself. 
The solicitor, the meter reader, and the 
complaint clerk, can engender more 
public ill-will in a month than a well- 
meaning executive can overcome in a 
year. 

The same harmony of purpose 
should be reflected in the advertising 
of a company. Each advertisement, 
it should be borne in mind, is an official 
communication from the company to 
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the public. It should not be a mere 
tribute to the publisher of the local 
newspaper. It should not contain 
day after day and week after week for 
several months the same monotonous 
statement. (It wouldn’t take you 
long to fire a solicitor who was able to 
advance but one argument in that 
length of time.) 

I have met local managers who were 
jealous of advertising, who feared that 
the results it might produce would be 
construed as a reflection on their own 
business-getting powers. This, of 
course, is an extreme view as well as a 
short-sighted one. Advertising should 
not be used in addition to, but in con- 
junction with, the work of the new 
business department. In the mer- 
chandising of gas or electricity it 
seldom gets direct results but it enables 
the new business department to get 
them, and for this reason if for no 
other, the local manager should be 
the most persistent exponent of vigor- 
ous advertising methods. 

It is almost impossible to measure 
with any degree of accuracy the re- 
sults obtainable from advertising. In 
the case of the public service corpora- 
tion these results may not always be 
immediately apparent or concrete, but 
they are none the less real, and today 
no public service corporation can lay 
claim to an efficient selling organiza- 
tion unless this organization includes 
an advertising department conducted 
on modern lines. 

Advertising is effective not alone in 
increasing earnings for the current 
year but also in safeguarding the com- 
pany’s future. Indeed, the present 
tendency is to develop its usefulness 
in this broader field. In enlightening 
public opinion, in creating good will, 
in overcoming prejudice, in exposing 
economic fallacies and in securing jus- 
tice, it is of inestimable value. In the 
case of afranchise dispute, a municipal 
ownership contest, or where some other 
important issue is at stake,’ it can be 
utilized to present to the public the 
same arguments that you use with your 
acquaintances. It is the substitution 
of the printed word for the spoken one. 
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Publicity, as advertising relating to 
public questions is termed, is not only 
an antidote for these corporate ills, 
but an actual preventive. Taken 
in time, clamor can be curbed and 
prejudice overcome before they en- 
danger the welfare of the company. 

The tendency frequently shown by 
public service corporations to wait 
until their ills reach an acute stage 
before applying a remedy can_ be 
traced directly, in most cases, to lack 
of appreciation of its duties to the 
public. Just as the tendency is to 
develop public utility advertising along 
broader lines, so should it be the tend- 
ency of the local manager to use his 
ability, energy and influence in the 
accomplishment of larger things. Be- 
sides being the directing force of his 
immediate organization he should en- 
deavor to make himself a power in the 
community. By co-operating with 
the local commercial body in the devel- 
opment of his city, by handling in a 
diplomatic manner the problems with 
which his company is confronted from 
time to time, by keeping in close 
touch with public opinion and promot- 
ing cordial relations with the commun- 
ity he can be of greater value to the 
corporation that employs him than by 
devoting most of his time and atten- 
tion to office routine. 

To return to the question of organi- 
zation. There is a point beyond 
which it should not be developed. 
That is the point where it serves as a 
check upon individual _ initiative. 
There are some men who can work 
only on a blue-print and card index 
basis. It is up to you to find out who 
they are and to direct their efforts 
along these lines. But the man with 
creative ability, the one possessed of 
the faculty of originating ideas, of 
meeting in his own way each individual 
condition as it arises, may be rendered 
valueless to an organization by being 
confronted with too much detail or 
entangled in a mesh of red tape. The 
most successful executive is the one 
who can estimate and classify the 
abilities of each member of his organi- 
zation and who can so divide the work 
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that each shall be entrusted with the 
duties which he is best fitted by nature 
and temperament to perform. 


Lunch Room Demonstrations in 
Small Cities 


By Miss E. H. Baker, Demonstrator Pacific 
Power & Light Co., Portland, Oregon 


In several towns and small cities 
we are serving, we have interested the 
leading merchant in establishing a 
tea room where the noonday lunch is 
served to customers just as in the de- 
partment stores in large cities. The 
cooking is done by electricity. 

I find that it is not hard to arrange 
for space as the balcony in these small 
stores is usually dead space. I then 
install my electric cabinet, coffee urn, 
toaster and chafing dish, which equips 
the kitchen with the proper number of 
appliances to conduct a “dainty lunch 
parlor” as well as my demonstrations. 
I order about 90 chairs from a nearby 
furniture store and begin my demon- 
stration, which I carry on in the form 
of a cooking school. I encourage the 
proprietor to allow a space in his daily 
advertisement to announce to his cus- 
tomers that I am ready to entertain 
them, and I also carry ample space in 
the local daily paper for the company. 

My free cooking school begins each 
afternoon at 2:30. The lesson usually 
covers two recipes. These recipes are 
fully demonstrated, baked and served 
on dainty plates decorated with crepe 
paper napkins bearing the company’s 
name and slogan, “Always at Your 
Service,” printed in the corner. The 
ladies always bring a pencil to copy 
recipes and general information re- 
garding the electric cooking appliances. 
I pass a slip of paper to each lady re- 
questing her to write her name and 
address, and if she is using electricity 
or expecting to. I then have someone 
in the crowd draw a slip and the lady 
whose name is drawn is entitled to 
something that I have cooked; some- 
times a cake, and again a pie. These 


addresses are used in connection with 
the advertising matter that we send 
out. 
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The manager’s attention is very 
quickly attracted to the fact that there 
is no odor from the various delicacies 
that are being prepared, because of the 
electric fans that we keep in operation 
during the cooking lesson, and I call 
his attention to the fact that a large 
number of my people have made pur- 
chases on their way out of the store, 
also that purchases could easily have 
been made in some other store, but 
that the ladies having been attracted 
by the electric display naturally do 
their shopping in his store rather than 
to walk farther. I show him how 
convenient it would be to allow the 
electric cooking appliances that I have 
installed to remain as permanent fix- 
tures, since with the addition of a few 
tables, a number of culinary articles, 
a few dishes and some silverware he 
will still be able to carry on a continu- 
ous demonstration, with much result- 
ant advertising for his store. If a 
country customer is trading, he or 
she can then secure lunch right there, 
whereas if he goes out for something 
hot to eat he is apt to wander in- 
to other stores to finish the shop- 
ping. 

As a result I have the lunch parlor 
in full operation within a few days, and 
I arrange the cabinet so it will always 
be on display. In this way I place a 
continuous demonstration on display, 
effect a large sale of appliances and 
also leave a consignment of electric 
cooking appliances. 

{ find that the linen in these lunch 
parlors is quite an added expense. 
Instead of displaying fine linen on the 
outside of the table, I arrange a fine 
piece of linen fitting the table, and 
just escaping the edges. Over this 
I place plate glass, making a smooth 
sanitary top for serving, and at the 
same time displaying the linen to 
good advantage and economizing on 
laundry. 

The attendance at these demonstra- 
tions averages high. In 30 lectures 
in Lewiston, Idaho, and North Yakima, 
Wash., an average of 91 prospects were 
entertained daily. Our towns average 
from 3000 to 25,000 population. 











The Power Salesman 


By Harry N. McConnell, Commercial Manager Susquehanna Railway & Light 
Company, New York City 


In ninety-nine stations out of a 
hundred it is power that produces the 
profits—vet about ninety-eight of those 
stations spend more time getting some 
pretty lighting effect which can be 
shown to the visiting Congressman 
than in making an intelligent effort to 
build up profitable power propositions. 
Just get those two words into your 
head—** Power, Profit— Profit, Power.” 
Get them so firmly in mind that you 
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‘annot think of one without thinking 
of the other—and then think of one of 
them often. 

It is quite possible for a salesman to 
secure a good lighting load by a liberal 
use of cigars; but the power salesman 
must be unstinted in his use of lead 
pencils. A good average is six pages 
of figures to each call. The successful 
power man’s motto is “Get the dope.” 
You can call on a power prospect from 
now until the Judgment Day, but 
until you can jot down a couple of 
columns of figures and put “saving” 
at the foot of one, you won't get any 
contracts. Cut the calls and whittle 


your pencil. Let it do your talking. 

And don’t be afraid to go after big 
business. There was a time once 
when I didn’t close a single contract 
for three months (and I say it with 
proper shame), and then I closed up 
200 horsepower and 600 incandescents 
at one whack. The big business 
comes easier in proportion to the 
value than the little stuff. Your lead 
pencil will work on thousands as well 
as hundreds. If it won't, get a new 
pencil—or a new job. 

It is a common failing for power 
men to go out and overwhelm the 
prospect with a lot of highly technical 
jargon which, as likely as not, neither 
of them understands. Your prospect 
is not interested in kilowatts and load 
factors. He wants to know about 
dollars and cents. He's just as un- 
reasonable that way as are the direct- 
ors of the lighting company. He 
don’t care a shoestring whether he 
uses steam, water, gas, or electricity, 
as long as he gets the biggest output 
for the least money. 

A man once said to me, “What is 
this electricity you're trying to sell 
me? It’s too blooming complicated 
for me. I don’t want it until I know 
what I’m getting.”’ Well, I had to 
tell him I didn’t know. Even Tom 
Edison himself doesn’t know. The 
biggest scientist in the world doesn’t 
know. That was my answer. “But,” 
I went on, “what I do know is that 
when the wheels go around up at the 
central station they produce juice that 
will make your wheels go around and 
do it for less than it costs you any 
other way. All you need to know is 
that our juice saves you money, and 
that we're there ready to give it to 
you at any time you want it.” And 
I got him. 

On the other hand, there is the man 
who has a little technical knowledge 
which he wants to air. Help him do 
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it. Help him so far into a hole that 
he has to be helped out with a motor 
or two. The further you get him in, 
the more motors it will take to get him 
out. Show him it is a pleasure to 
talk to someone who does not have to 
be kindergartened. But don’t “‘josh” 
him. Don’t laugh at his mistakes, 
if he makes any. Erudition and 
cachinnation do not go hand in hand. 
Keep your face straight and your 
mouth shut. 

Don’t be afraid of going after big 
business, but don’t despise little busi- 
ness. You never can tell how far- 
reaching your influence may be. I 
was out hustling for business and went 
over to a little factory that had a 20 
hp. steam engine. The proprietor 
thought I was some sort of a fraud- 
because he had been in business for 
years and had never been approached 
by the electric company! I worked 
my face and my lead pencil long 
enough to kill that engine and put in 
15 hp. of motors. Then I left town. 
A few weeks ago I was back there. 
The manager wanted to show me the 
biggest power installation in town- 


and drove me out to the Blank and 


Crank factory! My fifteen horse- 
power had grown to 350 horsepower 
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A New Idea in Window 
Display 


FRANK BEARDSLEE 
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and the proprietor told me that elec- 
tricity had cut his power bill in two— 
the best move he had ever made. 
And he was suspicious when I first 
suggested electric drive! 

The important thing is to get as 
close an appreciation of figures as . 
possible on the present installation. 
Talk to the foreman or engineer. 
Get the foreman to show you over the 
plant and see how much idle power 
there is. Then you can go in at the 
front door with a basis for your talk. 
If you are wrong in any of your con- 
clusions it’s a pretty safe bet the prop- 
rietor will correct you. Then you 
can get right down to brasstacks and 
finish the job. Don’t go back until 
you have something solid as the basis 
of your call. Talk dollars and cents, 
the kilowatts will take care of them- 
selves—and of the dollarsand cents. 

The greater part of any powerman’s 
time must be spent in close communion 
with his lead pencil, and as he estab- 
lishes certain facts they should be put 
into his loose leaf book for future refer- 
ence. In that way the demand on the 
purchasing department for lead pen- 
cils will be cut in half the second year 
and the saving may be applied to an 
increase in salary. 








Sales Agent, The Arizona Power Co., Prescott, Arizona 


I recently arranged a window display which brought the company a large 


amount of publicity and a goodly number of sales. 


I draped our window with 


a black cloth, making an enclosed space of six by thirteen feet, and about 


eighteen feet high. This was background for a snow scene. 


In the back 


part I put a tree, and upon this tree a live raccoon. 


For the snow, I used cotton batting. 


I laid this solid at bottom of window 


for snowy ground and got the effect of falling snow by sewing bits of cotton 
batting on very fine black thread and tying this to the top of the black cloth 


and also fastening it at bottom. 
vals. 


I hung this four rows deep at uneven inter- 
I then concealed an electric fan and turned it on full force which moved 


the ‘“‘snow’’ and gave it the appearance of falling. 

In the front of the window I arranged utility outfits of various description. 
At night time I lit the window with a large number of blue lights, which gave 
a very pretty effect and attracted immense crowds. 




















The Radical Tendency in Rates* 


A Plea for Simplicity and a Comparison 


By J.S. Maltman, New Business Manager Kankakee Gas and Electric Co., Kankakee, Il. 


The relations between a _ central 
station company and the public are 
not so harmonious as between an 
ordinary retail store and the public. 
Of course, there are numerous reasons 
for this. A principal one is that the 
public does not understand the central 
station as well as they do a retail store. 
Do you not think that if they could 
understand the rates of a_ central 
station as well as those of a retail 
store, it would be conducive to a better 
feeling? Do vou not think that if the 
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company has a complicated system of 
rates which a layman could not under- 
stand without great effort, it is con- 
ducive to distrust? 

My plea is for simplicity in rates. 
In the first place I claim that we can- 
not get down to the exact cost of serv- 
ice to each consumer. We cannot 
even approximate it. The diversity 
factor plays too important a_ part. 
Suppose we, however, adopted some 
such elaborate rate based on cost of 
service plus cost of energy, would it 
be the best policv? I am not holding 
for one minute that it would not be 


*Abstract of Paper read before the Illinois State Electric 
Association. 


equitable and just, but would the pub- 
lic be able to see the justice of it and 
could we develop our business as well 
in that way? What effect would it 
have on the consumer? In the first 
place he would see that he could not 
make a proportionate saving by cutting 
down the use of electricity. If a 
house were wired for electricity and 
piped for gas, a man would have to 
pay say $2 for electric service plus a 
small rate for energy. Are there not 
a large number of prospects in your 
city who would have only the gas 
connected? Would it not be almost 
impossible to get a flatiron or sewing 
machine motor in the house? I have 
used these appliances as an entering 
wedge to get the current into the house, 
for I know that if the current is on, 
the consumer will use it for other 
purposes. Your highly technical rate 
would kill this opportunity. 

There is no business I know of that 
would try to use such a system of 
rates and if there were, it would go 
out of business in short order. Sup- 
pose the Electric Butchers’ Associa- 
tion in a town should get together and 
one of them should say: “See here, our 
methods of charging you are not just 
or equitable. Here is this man Jones 
buying very little meat lately and 
although we have our stores open and 
at his service, he isn’t paying his share 
of rent, light, heat, investment or 
taxes. Now we ought to put a fixed 
charge sufficient to cover these items 
on each person in town who wants to 
buy meat from us, and an additional 
amount in proportion to the quantity 
they buy.”” What do vou think Jones 
would do if they carried out that idea? 
He would give his trade to the Gas 
Butchers’ Association and when he 
got over his little indisposition, would 
probably be a large consumer again. 
The public has to be considered, and 
the public wants to do business in a 
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way it understands or thinks it under- 
stands. 

Now this bug-a-boo of 1-10 watt 
per candle lamps that has been thrown 
at us lately. We throw up our hands 
and think it would be the ruination of 
the central stations on the present 
basis of rates. Let me tell you it 
would be the greatest revenue pro- 
ducer the central station ever got 
hold of. Just think of the field for 
electric lighting if we could have 1-10 
watt per candle lamps. Actually I 
do not know of a consumer in our city 
who has reduced his bill with tungsten 
lamps, and we have as many tungstens 
in proportion to population as any 
city in the country I think. It seems 
that a consumer is willing to pay about 
so much for his light—if he goes over 
that amount he kicks, and if he goes 
under, he uses it more liberally. 

One of our larger consumers and 
chronic kickers on the amount of 
their bills changed over to tungsten 
lamps. They gradually increased the 
size of their bills until they were mate- 
rially larger than before, but the presi- 
dent of the concern told me one day 
that he was perfectly satisfied, as he 
felt they were getting their money's 
worth now whereas before they were 
not. I believe if we could give those 
people a still more efficient lamp, we 
could increase their consumption. 





SELLING ELECTRICITY 


Keeping a Dark Day 
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When you make rates, go after the 
subject as a business proposition, not 
an engineering proposition. Treat it 
as a merchant would figure out his 
prices. We cannot do business like 
the postoffice. We must cater to the 
public and in so doing will get the 
best results for our stockholders. 

A Far East Installation 

Thanks to the associations of the 
Russo-Japanese War, one is apt to 
think of Dairen, alias Dalny, as a most 
benighted far Eastern city. As a 


matter of fact, the East has awakened 
long ago, and few American cities can 
stone 


outrival the great Nippon 


Bridge in Dalny. 





The illumination is provided by 
decorative standards mounting five 
lights, each encased in Holophane 
glass spheres. The night effect is 
exceedingly pleasing and efficient. 





Eastern Michigan Edison Co., Mt. Clemens, Mich 


For the last few months we have been displaying on the wall of our office, 
in a prominent location near the cashier's window, a large calendar showing 


the numerals in big clear letters. 


Each day is marked dark or bright, clear 


or cloudy, and the back months are displayed while the current month is marked 


to date. : 


We find this a most effective argument in the case of many disputed bills, 
for some months have a very large number of dark days when the lamps are 
burned a good part of the day, and the average man never thinks of this as a 


factor in a higher bill. 


We now have a record that satisfies many complaints 
which formerly were exceedingly difficult to explain. 
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J. E. Davidson Takes Command of 
Pacific Power & Light Co. 
Properties 

Mr. James E. Davidson, formerly 
president and general manager of the 
Consolidated Lighting Company. of 
Montpelier, Vermont, and_ president 
of the New England Section of the 
National Electric Light Association, 
has been appointed general manager 
of all the western properties of the 
Pacific Power and Light Company, 
operating in North Yakima, Wash., 





James E. Davidson 


Walla Walla, Wash., Pasco, Wash., 
Pendleton, Ore., Sunnyside, Wash., 
Astoria, Ore., The Dalles, Ore., Kenne- 
wick, Wash., and with headquarters 
in Portland, Ore. For the last year 
Mr. Davidson has been reorganizing 
the sales methods of these properties 
with the title of New Business Man- 
ager. 

Mr. H. 8. Wells succeeds Mr. Da- 
vidson as New Business Manager. 
Mr. Foshay Leaves Walla Walla for 

Vancouver, Wash. 

Mr. Wilbur B. Foshay has resigned 
his position as manager for the Pacific 
Power & Light Co. at Walla Walla, 
Wash., to accept the management of 
the properties of the Washington- 
Oregon Corporation at Vancouver, 
Wash. 

Mr. Foshay has had a varied experi- 
ence, having been connected with the 


SELLING ELECTRICITY 





101 


Westchester Lighting Co., the Water, 
Light & Gas Co. of Hutchinson (Kan- 
sas) as assistant to manager, the Fort 
Dodge (lowa) Gas & Electric prop- 
erties as general manager, the Wichita 
(Kansas) natural and electric 
properties as manager, and as man- 
ager for the Pacific Power & Light 
Company at Walla Walla., At Van- 
couver he will have a gas, electric 
interurban, street railway and water 
works. The opportunities in Van- 
couver, Wash., (which is just across 
the river from Portland, Oregon) are 


gas 


of the best and there is a fine field 
for development under his manage- 


ment. 


New England Section Spring Conven- 
tion Cancelled 
A notice has been sent out from the 


headquarters of the New England 
Section of the N. E. L. A. that the 


proposed spring convention would be 
cancelled and the annual meeting to 
be held on March 17th will be purely 
formal. 

In view of the fact that the vote of 
the members of the New England 
Section was three to one in favor of 
omitting the program and entertain- 
ment features of the annual meeting, 
scheduled for March 15 and 16, 1911, 
the Executive Committee voted to 
have no papers, no committee reports 
and no entertainment features. It 
will be the second annual meeting and 
will be held in the Auditorium, on the 
third floor of the Edison Building, 39 
Boylston St., Boston, Mass., on March 
17, 1911, at 2.30 p. m., for the election 
of officers, report of the Secretary- 
Treasurer and such other routine busi- 
ness as may properly come before the 
meeting. 

This arrangement, as the members 
know, is in line with the consensus of 
opinion that our spring convention 
should be dispensed with in order to 
insure the very largest possible attend- 
ance at the Big Annual Convention of 
the National Electric Light Associa- 
tion, which will be held in New York 
City the week of May 29-June 3, 
1911. 
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THE GOLD DUST TWINS 
IDEA 


An advertisement that has sold 
millions of packages of a quite common 
article of household cleanliness is this: 
“Let the Gold Dust 
work.” 

The behind this ad can be 
applied in a variety of ways, by simply 
substituting sundry names in place of 
“Gold Dust Twins,” the 
method of application being the simple 
expedient of standing aside and watch- 
ing the other fellow work. 

An interesting application of the 

Gold Dust Twins idea has been put in 


Twins do your 


idea 


the words, 


force by a central station commercial 
manager of the South. the 
problem of solicitors at 
their meeting one at 
which he grappled hopelessly and suc- 
ceeded indifferently. 


To him, 
energizing 
morning was 
As a usual thing, 
the meetings were mere routine, use- 
less as inspiration and productive of 
little more than a good assortment of 
yawns. 

One prominent 
business man of the community hap- 
pened to pass through the office while 
the meeting was in session, and the 


day, however, a 


commercial manager had an inspira- 


tion. He asked the prominent busi- 


ness man to speak to the boys. ‘Tell 
"em how you won your wonderful 
success,” was the suggestion. The 
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P. B. M. was not especially friendly to 
the company; he had come in, exas- 
perated, to register a vigorous and 
soulful kick. The invitation was a 
combination of salve to his vanity and 
opportunity to place that kick where 
it would do the most good. 

When the smoke had cleared away, 
the commercial manager spoke a few 
words to the boys. “You now see 
how Mr. P. B. Man feels towards the 
company. You see the necessity of 
meeting such objections before they 
are made, of correcting our mistakes 
before the discover 
them. I hope you will take the lesson 
Thank you, Mr. Man, and 


good morning.” 


customer can 


to heart. 


Both the boys and the irate customer 
left the meeting in a daze. The boys 
had heard plain truth with no flour- 
ishes. The 
himself of a 
standing. 


customer had delivered 
cankerous sore of long 
But mixed up in the talk 
was an amount of terse, honest, busi- 
ness advice not often he: 


mercial department-— 


ard by a com- 
advice at which 
the commercial manager himself would 
have been laughed for voicing, even 
had he been able to do it, 
wasn't. 


which he 


The experiment led to similar re- 
quests being given to other prominent 
business men, both company 
and _ well-wishers. 


““ene- 
It has re- 
sulted in giving the solicitors an educa- 
tion in business experience and human 
nature which they could have secured 
no other way. 


mies” 


Also, and incidentally, 
it has relieved the commercial man- 
ager himself of a very onerous duty 
and one which he performed inefficient- 
ly. It is an excellent example of the 
Gold Dust Twins idea, which might 
be stated thus: ‘‘Let the Local Busi- 
ness Men do your work.” 
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NO CHARITY DESIRED 

The magazine publishers seem to be 
having a merry little time of it at this 
writing. Mr. Hitchcock, who cut 
almost adozen millions off the postal 
deficit last year and who thereby 
proved himself the most efficient post- 
master we have had in a good many 
years, is trying now to raise the second- 
class postage rate. The publishers are 
putting up a fight. The whole affair 
has the general aspect of a tenement 
family brawl. 

During the tariff tinkering, Wash- 
ington was alive with pudgy little 
manufacturers, who ran about squeal- 
ing like scared pigs. When the “down- 
ward revision”’ resulted in leaving the 
tariff wall a bit higher and somewhat 
thicker than before, the magazine 
publishers burst forth into campaigns 
of indignant muckraking. Now that 
the shoe is on the other foot, we find 
these same publishers in an even more 
ridiculous panic than the protected 
manufacturers. 

The campaign for higher second- 
class postage has been one of misrep- 
resentation on both sides. It is pretty 
generally suspected that certain inter- 
“getting even with” the maga- 
zines by having the rates increased. 
On the other hand, the magazines are 
taking the stand that because they 
have always enjoyed what is the equiv- 


ests are 


alent of a subsidy, this privilege is a 
right—something to be fought for, 
like freedom, or the sanctity of the 
home, or standing room in a subway 
car. 

As a matter of fact, this problem, 
like that of the tariff, is one which 
should be decided on a basis of equity 
alone. The publishers have no right 
to a subsidy or bonus for carrying on 
their business and no one denies that 
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the one-cent-a-pound rate amounts 
practically to free distribution. On 
the other hand, it is altogether rea- 
sonable that a postoffice, with a heavy 
deficit like ours, is in need of over- 
hauling. If the publishers had come 
out (as one great New York publisher 
did come out) and had stated that 
they are in favor of paying any fair 
rate which investigation and analysis 
may prove to be proper, they would 
completely disarm the schemers be- 
hind the postoffice department and 
compel a thorough reform. 

For our part, we are perfectly will- 
ing to pay four cents or four dollars a 
pound for the transportation — of 
Selling Electricity if it can be 
shown that it costs the Government 
that much money to do the transport- 
ing. We are not asking for charity nor 
for the continuance of a subsidy. We 
believe that the readers and adver- 
tisers who patronize Selling Electricity 
will pay us all it costs to man- 
ufacture and distribute the mag- 
azine, plus a decent profit. If the 
readers and advertisers do not pay, 
then we see no reason why the Gov- 
ernment should. 


TALKING SHOP 

It is popularly supposed that the 
man who “talks shop” is a bore. Like 
most popular suppositions, there is a 
grain of truth in it; that is to say, some 
men who talk shop are bores. But 
it will be found that the bores are 
those who talk not about their busi- 
ness but about themselves, whereas 
the man who submerges himself and 
talks about his business—about the 
intimate, humorous, important facts 
of the industry in which he lives—is 
really a most interesting fellow to 
meet. 
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One need look no farther than the 
news page of the paper to verify this. 
Elbert Hubbard, we read, receives 
fat fees and wins regular applause 
upon the lecture platform by describ- 
ing how he runs the Reycroft Shops; 
my friend Vaniman, who tried to take 
Wellman across the Atlantic in his 
airship, is advertised as a_ headline 
attraction in vaudeville; Dr. Cook, we 
learn, received an immodest stipend 
from a magazine for explaining how to 
lie magnificently. In every case, you 
will note, these men simply “talk 
shop.” To be sure, it is somewhat 
different “‘shop” from any with which 
you or I are acquainted, but the differ- 
ence is in kind, not in quality. If 
added proof were needed, recall the 
business stories by Mr. Collins in the 
Saturday Evening Post—articles upon 
such sordid subjects as credits, window 
displays, salesmanship and retail store 
management. A million people read 
those stories, and why? Because the 
intimate, humorous, important facts of 
industry are interesting to everybody. 

The other Sunday, Mr. William M. 
Lewis, of the Rockville (Conn.) Elec- 
tric Company, gave a talk before the 
Men’s Union of his city. It was 
simply a general presentment and 
discussion of the central station busi- 
ness and its importance to a modern 
community—the kind of talk, indeed, 
that any reasonably bright central 
station manager might give off-hand 
on any afternoon of the week. The 
magic growth of the industry from 
nothing to a billion dollars in twenty- 
five years; the innumerable applica- 
tions of electric service to every in- 
dustry and almost to every human 
need; the humor and tragedy and 
mightine ss of the men who have devel- 
oped the use of this greatest of forces; 
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the troubles of the central station man 
and his comparatively pitiful returns— 
these are things we all know and can 
tell as well as Lewis told them. 

But we don’t do it. We are afraid 
of being accused of “talking shop.” 
We are so accustomed to dealing in 
miracles that we hesitate to tell of 
them in fear that people may dub us 
bores. We know that the intricate 
facts of the other fellow’s business are 
of vital interest to us, but it never oc- 
curs to us that the commonplace 
‘inside’ incidents of the central sta- 
tion business might seem marvelous 
and interesting to him. So we, as an 
industry, hug our secrets close. 

It is not recommended that central 
station men acquire a reputation for 
“blowing; there is small profit in 
being known as a self-advertiser. At 
the same time, it should be understood 
that our business is one about which 
the public wants to know, and there is 
profit in publicity. In the case of 
Lewis, he not only gave the hundred 
men in his audience an entirely new 
line of thought and instilled in them 
a new and more liberal attitude to- 
ward his company, but he secured, 
through the newspaper reports of the 
address, an amount of valuable adver- 
tising which could not be duplicated 
at any price through the use of paid 
space. It is not too much to say that 
by the single address he entirely al- 
tered public opinion regarding his 
company. And he did it by thesimple 
and easy resource of “‘talking shop.” 

ERRATA 

In last month’s issue on page 17, 
through a typographical error the 
population of Oklahoma City, Okla., 
was given as 21,000. It should have 
been 71,000 
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The Modern Home is not complete without The Electric Servant. See page eight 
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Let your home lighting be 


BEAUTIFUL, COMFORTABLE 
and KCONOMICAL 


Holophane Globes and Reflectors for residence lighting have three 
qualities: 


They are beautiful in design; 
They give a soft and subdued light; 
They are efficient and therefore economical. 


These three points should always be considered in the selection of 
lighting glassware. It is not enough to have globes or reflectors that 
are only beautiful or economical—they should be doth beautiful and 
economical, and in addition, they should soften the light to eliminate 
hard,and harmful glare. 


Ask your lighting company or electrical contractor to show you 
what the new Holophane Globes and Reflectors will do. You will be 
amazed at the results secured by the wonderful scientifically-designed 
Holophane Glass. 


HOLOPHANE COMPANY 


Sales Department: 


NEWARK, OHIO 


New York Chicago San Francisco Boston 
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Completing the Wiring 


Little Additions to the Regular Electrical Equipment Cost a Trifle and 
Add to Comfort 


By W. 


A young couple had just moved 
into their new home and were showing 
visitors over the house. 

“I don’t exactly like the arrange- 
ment of the lights in this room,” said 
the husband, “‘so I’m going to have 
a receptacle at the baseboard here, 
and a wall switch just here, and 
then—”’ 

“But,” interrupted his visitors, “you 
can’t do that now that the house is 
finished, can you? Of course, I know 
it is possible, but it will be terribly 
expensive and the workmen will ruin 
your woodwork and walls.”’ 

“It will cost about three dollars 
and nobody will know the job is done, 
except by the added convenience,” 
was the reply. 

“Goodness,” said the visitor, “I’m 
going to have some changes made in 
my wiring if that’s all it amounts to.” 

This little incident is typical. In 
the spring of 1910, the electric lighting 
company of Baltimore wired a great 
many houses for electric service and 
in each case asked the householder 
his opinion of the results. The re- 
markable thing about the answers 
was this: almost invariably some 
comment was made about the ease, 
cleanliness and lack of turmoil and 
noise incident to the putting in of the 
wires. 

People in general have a mistaken 
notion about wiring. They think it 
is expensive, which it isn’t, and they 
fear that the electrician will literally 
“tear the house down” to get in his 
wires, whereas, he is the cleanest and 
least troublesome workman in the 


> 
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world. It is not necessary to explain 
his methods; let it suffice for us to 
state that the up-to-date electrician 
generally will contract to leave the 
walls, wall paper and floors in the 
same condition as he finds them, and 
that he lives up to this promise. The 











This shows how easily a Sidewall Switch may be installed. 
Two little holes are made and the wires pulled through. 
Switch and fixture cover the holes 


reason is, that it is easier and more 
profitable for him to work that way. 
Broken walls, defaced woodwork, 
cracked floor boards all cost money 
to repair or replace; therefore, the 
electrician has perfected a method 
which eliminates damage. 
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To many householders whose homes 
are not wired, this will be welcome 
news; but it will be even more wel- 
come to those who, having homes 
already wired and using electric serv- 
ice, are desirous of making a_ few 
changes and extensions to secure 
added comfort and convenience. 
There are so many things which 
electricity can do now that were un- 
dreamed of five yvears ago, yet we 
hesitate to adapt the new appliances 
because our wiring seems inadequate. 
This is only an imaginary stumbling- 
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\ Baseboard Receptacle for connecting fan or heating pad 
ean usually he “fished’’ through the wall and connected 
in the cellar 


block, because, if the wiring needs 
changing, change it! A few dollars 
are spent; a neat, noiseless workman 
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is in the house a few hours, and- 
presto!—we have a flush receptacle 
so that the fan may be used on the 
sideboard in summer, an outlet so 
the shaded lamp may be used on 





Phe Baseboard Outlet is Handy for an Electric Radiator 
the porch, or a plug to which the 
flatiron may be attached in the 
laundry. 

When you consider that the entire 
wiring for twelve lights in a six-room 
cottage can be done for approximately 
$3.00 per light (not, of course, includ- 
ing fixtures), it will be evident that 
the cost of small additions to the home 
equipment are quite inexpensive. The 
diagram above shows why. Here we 
have a workman installing a baseboard 
receptacle. He bores a small hole 
and with a small saw, enlarges it to 
about two by four inches. Through 
this hole he “‘fishes” the wires, which 
slip between the beams and are at- 
tached to the circuit in the cellar. 
When the connection is made, a neat 
plate is screwed to the face of the 
receptacle box, completely covering 
the rough edges of the hole—and Mary 
Ann brushes up a few chips and a 
little sawdust onto her dustpan. 
The same simple, silent method is 
employed whether a wall switch, a 
four-light fixture or a baseboard re- 














ceptacle is put in—a small hole in 
wall or woodwork, a short time spent 
in “fishing” the wires through, a little 


finishing up, and Mary Ann with her 
dustbrush does the rest. 


Doesn’t that sound easy? 


Your Meter as a Friend 


What the 


Electric Meter Tries 


to Tell the Housekeeper 


By Frederick Benjamin 


There are few households now-a- 
days where the living expenses are 
not carefully checked. The weekly 


or monthly tradesmen’s bills are com- 
pared with the delivery slips, the out- 
of-town charges on the telephone bill 
are scrutinized and the housekeeper 
pretty nearly knows that he is receiv- 
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The Meter Dial 
alternate 


ovoks like 
directions. 


this. The 
This reading 


revolve in 
is 1581 


hands 


ing full value—-except in one direction. 
She pays the electric light bill on faith 
or on suspicion, and asks her friends 
how much their bill was, for the bill 
many “kilowatt hours” and 
few people are sure whether it was 
ever delivered or not. 

But they can know, for the electric 
meter is a fairer check than they have 
on any other purchase they make and 
the price of electric current never 
fluctuates. You are never quite sure 
when eggs go up whether your grocer 


Says so 


is charging you a little higher than 
he should, or whether you could buy 
elsewhere to better advantage. Also, 


you wonder if all the eggs he brings 
are fresh or sometimes from cold stor- 


age. The price of your electric light, 
however, cannot be unfair to you, 
since all the city pays alike a rate 


which the city has accepted as equit- 
able; 


and that bill of yours vou can 





read from the meter from day to day 
and you can test that meter yourself, 
if vou choose, and be sure that it is 
honest. 

The common mistake which most 
people make is to look upon electricity 
the essence of confusion. When 
they encounter volts, amperes and 
kilowatts they say to themselves, 
“Well, he may know what he is talk- 

Here is a homely 
first shed the light 


as 


ing about, but 
illustration 
for me. 
Just compare a current of electricity 
wire to a 


that 


in a stream of water in a 





Your Meter may not be just this shape, but the principl« 


is the same. Investigate it 


pipe. The size of the stream of water, 
1 inch or 2 inches, is like the amperage 
of the current, 5 amperes or 10 am- 
peres. The pressure or speed of the 
water, that is whether it flows 1 foot 
or 2 feet a minute, corresponds to the 








voltage of the current, 110 volts or 
220 volts, we'll say. And finally the 
amount of water that flows out of the 
end of that pipe, so many quarts or 
gallons per minute, is the unit of 
quantity, just as we say watts or kilo- 
watts an hour in measuring electricity. 
The kilowatt means 1000 watts, just 
as the kilometer is 1000 meters. The 
electric light company’s bill reads in 
kilowatt-hours because they charge 
on the basis of so much for every kilo- 
watt of electricity used for one hours’ 
time, that is, a current of 100 volts 
times 10 amperes equals 1000 watts 
and flowing steadily for 1 hour. That 
is what the meter registers and it 
doesn’t matter whether you are using 
100 watts for 10 hours or 10 watts for 
100 hours, it will indicate the 1 kilo- 
watt just the same. 

“But,” you say, “suppose this meter 
is out of order and doesn’t tell the 
truth?” 

It is easy enough to satisfy yourself 
on that score, for the meter is simply 
a miniature electric motor which re- 
volves according to the quantity of 
electricity passing through it. A series 
of cogwheels operate the hands of the 
dial and indicate the revolutions, but 
in terms of watt hours. Some day 
when no current is being used for 
anything else, take a 100-watt Mazda 
lamp and burn it for exactly 5 hours, 
noting the reading of the meter before 
and after. When the test is done, it 
should register 500 watts, or 1-2 kilo- 
watt more. Burn two 100-watt Maz- 
da lamps for 2 1-2 hours and of course, 
the result is the same. 

Of course, neither this test nor the 
water pipe comparison is scientifically 
exact, but both are practical and 
sufficient to establish your confidence 
in the meter. In making the test, 
however, make allowances for possible 
mistakes on your own part, for if 
somebody turns on a cellar light while 
the test is running, your meter will 
have to chalk up more than you 
expect. 

Reading the meter itself is simple 
enough. The dial may read in watt 
hours or kilowatt hours, varying with 
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the size and type of the meter, but it 
is always plainly stated. Note the 
position of the little indicators, read- 
ing from left to right. If the little 
hand points between two numbers, 
take the number which it has just 
passed, that is, the lower number. 
Thus the dial shown here reads 1581 
kilowatt hours. If this should be the 
reading on the January bill, and 20 
kilowatts were consumed before the 
next reading was taken the dials would 
then stand 1601. 

Make a friend of your meter and 
you will feel no more lack of confidence 
in it. You will understand the influ- 
ence of the long and short days and 
the months with more than their share 
of dark and stormy days. 


Power in the Home 


The Many Kinds of Housework Electricity 
Will Do 


“Why do we need power in the 
home?’ the average man will ask. 
We need it for the same reason that 
we have grown to need the other essen- 
tial comforts that lighten labor and 
make our home life fuller of conveni- 
ence and satisfaction. 

Our mothers and fathers and we 
ourselves have looked on housework 








The Vacuum Cleaner is a delight to every Housekeeper. 
It is quick and easy and there is no dusting 
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as the realm of the wrist and elbow. 
You do housework with your good 
right arm, with a broom, or a cloth, or 
a knife or the turning of acrank. But 
modern electricity has developed a 





You don’t have to “learn how” with the motor-driven 
sewing machine. You start and stop it with the treadk 
as before, but without the work of running it 
system of motor-driven appliances 
that offers relief from a large part of 
this slow manual labor and frees good 
hours of the day for rest and recrea- 

tion. 

Take the process of sweeping and 
dusting, for instance, where the broom 
and dust cloth prevail. This means 
that someone must go over the entire 
house once or twice a week, taking 
out the dirt, stirring up the dust, 
waiting for it to settle and wiping it 
up again. In some rooms we sweep 
daily. Electricity offers the vacuum 
cleaner. You simply move the ma- 
chine from one room to the other, 
attach it to any lamp socket and in 
one operation remove and _ extract 
every particle of dirt and dust from 
carpet, rugs, draperies, upholstered 
furniture and clothing. No dust, no 
dirt to carry out, and absolute cleanli- 
ness without the drudgery. 

Another big weekly job in the kitch- 
en is the silver cleaning, especially 
in winter when the furnace is going. 
It means just so many hours rubbing 
with a cloth, unless vou invoke the 


aid of electricity and use a little buff- 
ing motor. Then you simply hold 
the silver against the fast-spinning 
wheel of cloth and the work is done. 
It is just as much an improvement 
for polishing door knobs and other 
brass work, for the labor is banished 
and there is no mark of the cleaning 
paste on the woodwork, as is so often 
the case. 

Again, in the kitchen there are 
complete power sets, consisting of a 
motor with attachments for beating 
eggs, grinding coffee or meat, turning 
the ice cream freezer, or the bread 
mixer or for sharpening knives. What 
a convenience and help to the woman 
who does her own work! 

In the laundry the washing machine 
reduces the full Monday’s work to a 
couple of hours’ activity of the washing 
machine, and the finest fabrics are 
washed and wrung without danger of 
wear or tear, and practically without 
labor. 

But the applications of electric 
power are not restricted to the kitchen 





The Buffing Motor cleaning silver. A flexible shaft 
comes for use on door knobs, ete. 


by any means; for the sewing machine 
motor is worth everything to the 
woman who makes her own clothes. 
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Pressure on the treadle starts and 
stops the machine at will. Then 
there is the vibrator, the greatest of 
comforts for the relief of weary backs, 
and the electric fan. And the fan is 
not only designed for use in superhot 





I'he picture tells the story. It is light, and what a tims 
saver 


weather, but for drying the hair and 
coaxing more warm air from. the 
registers or radiators during cold 
snaps. 

Electric power in the home is simply 
another word for more comfort, more 
convenience, more satisfaction, less 
hard work and more hours of freedom. 
The house is not wired for lights alone. 
but for every opportunity which the 
wonders of electricity can offer. 


The Electric Servant’ 

What It Will Do in Any Home That is Wire 

It will sweep and dust carpets, rugs. 
floors, upholstery, drapings and cloth- 
ing with the vacuum cleaner. 

It will polish the hardwood floor 
with a floor polishing machine. 

It will polish the silver and brass 
work with a little buffing motor. 

[t will polish the shoes. 

It will wash and wring the clothes 
with an electric washing machine. 

It will dry the clothes indoors rap- 
idly with the breeze from an electric 
fan. 


It will iron the clothes quickly, 
economically and well with an electric 
iron—always hot and no running to 
the stove. 

It will beat eggs, grind coffee or 
meat or turn the ice cream freezer or 
sharpen knives with a general utility 
motor. 





With an Electric Shaving Mug the water is hot when th: 
man wants it 


It will keep any part of the house 
cool in summer with an electric fan. 

It will provide an emergency radia- 
tor for bathroom or nursery. 

It will make toast or griddle cakes 
on the table or boil the tea kettle or 
coffee percolator; or it will operate 





lhe Electric Iron is one of the greatest comforts of Electric 
Service. They come in various weights 
the chafing dish, waffle iron, or do 
any kind of cooking without fire or 
smoke. 
It will run the sewing machine 
without effort. 
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It will dry the hair after a shampoo, 
or curl it, and provides a massage by 
means of the electric fan, curling iron 
and vibrator. 

It heats the baby’s bottle and the 
shaving cup. It warms the bed, and 





The Electric Milk Warmer speaks for itself to all homes 
where there are little ones. No matches, no bother 


offers a substitute for the hot water 
bag that never leaks nor grows cold. 
It warms the bath water with an 
immersion coil when the hot faucet 
fails to make good. 
It provides a cigar lighter and a 


silk hat iron for the men folk; and a 
corn popper for the children. 

It gives you light where and when 
you want it, without matches, odor, or 





The Electric Heating pad wraps around the rheumatic 
knee and stays hot. It warms the bed on cold nights 
“It feels like a fluxury.” 
smoke, and turned on from the most 
convenient point. Br 
The Electric Servant does these 
things and a few dozen others without 
fuss or quibble, and it never quits nor 
demands more pay. 


Mazda, Tantalum and Carbon Lamps 


How They May be Used to Advantage in Economical, Home Illumination 


We buy electric light by the watt, 
just as we buy oranges by the dozen, 
or bread by the loaf, or rice by the 
pound. But the oranges and the 
bread and the rice are material. We 
see them consumed and any waste or 
loss is apparent. On the other hand, 
because the light is purchased as elec- 
tric current, a great many people are 
wasting it most extravagantly with- 
out even being aware of it. For just 
as a skillful tailor, by close cutting, can 
make a suit of clothes from a surpris- 
ingly small amount of cloth, there are 
types of incandescent lamps available 
which consume a comparatively small 
quantity of current in producing the 
same amount of light. Therefore, it 
is to the advantage of every house- 
holder to see that he is cutting his 


cloth skillfully, that he is getting the 
greatest possible amount of light from 
the watts he is buying or that he is 
consuming as few watts as possible to 
provide the illumination he requires. 

When electric light first became 
practical only some twenty-five years 
ago, the carbon filament lamp was 
the only type available for domestic 
use. It continued the only lamp until 
within the last few years, though of 
course, it underwent various progress- 
ive developments which reduced its 
cost and lengthened its life. But it 
was still the standard incandescent 
lamp, the lamp we all know in 8, 16 
and 32 candle-power sizes and it con- 
sumed about 3 1-2 watts for every 
andle-power in light which it gave 
forth. 
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Then came the invention of the 
tantalum lamp followed by the tung- 
sten lamp, soon further perfected and 
called the Mazda lamp. The filament 
of the tantalum lamp is made of tan- 
talum metal. The filament of tlre 
tungsten lamp is made of tungsten 
metal and the Mazda filament is a 
refinement of the latter and similar in 
appearance. The three types are 
shown in the accompanying cuts. 

Each of the new lamps was an im- 
provement in efficiency, for the tanta- 
lum lamp consumes only 2 watts per 
candle-power and the Mazda lamp 
but 1 1-4 watts: 
which means 
that you obtain 


light from the 
Mazda lamp for 
less than half 
the cost for cur- 
rent that the 
carbon lamp 
entails. For do- 
mestic use, the 
carbon lamp 


comes in 8 can- 
dle-power (35 
watt), 16 candle- 
power (60 watt), 
and 32 candle- 
power(120 watt) 
sizes. The tan- 
talum lamp 
comes in 20 can- 
dle-power (40 
watt), and 40 candle-power (80 watt) 
sizes. The Mazda lamp is made in 
20 candle-power (25 watt), 32 candle- 
power (40 watt), 48 candle-power (60 
watt) and 80. candle-power (100 
watt) sizes. For any man to light 
his home exclusively with carbon fila- 
ment lamps is consequently a waste- 
ful expense. 

The most economical method of 
lighting a home is with a combination 
of Mazda and carbon, or even Mazda, 
tantalum and carbon lamps, for be- 
cause both the Mazda and tantalum 
lamps are considerably more expensive 
than the carbon, there is no profit in 
using them in those fixtures which are 
but seldom in service. But in the 





The Carbon Filament Lamp. 
Every candle-power of light re- 
quires 3 1-2 watts of current 
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living room, the dining room, the halls, 
the kitchen, the pantry and the up- 
stairs sitting room, where the light is 
burning every evening, why use a 16- 
‘andle-power carbon lamp consuming 
56 watts when a 32-candle-power 
Mazda lamp con- 
suming only 40 
watts can be sub- 
stituted, or if the 
additional light is 
not desired, even 
a 20-candle-power 
25-watt tantalum 
lamp will do. 

At the same time 
the filament of the 
Mazda lamp is the 
least rugged of the 
three and is liable 
to be broken if in- 
stalled, for in- 
stance, in a ceil- 
ing fixture, under 





a nursery where The Tantalum Lamp. It 

the romping of aan watts per 
ts candle-power 

the children  sub- 


jects it to many jolts and jars. If this 
room bea living room where the lamps 
are burned long, it is well to use the 
tantalum lamp, for it is robust and 
long-lived and 

still far more econ- 
omical in con- 
sumption than the 
‘arbon type. 

In every home 
there is this op- | 
portunity to | \ 
secure much more \ 
light at no great- ; 
er cost. Ample : 
illumination can 
be provided in | 








every room with- 
out the old i 

bill from the elec- 4 Lh 
tric light com- a 


danger of a high 
pany. On the a 


other hand, where 
no more light is 
needed, it reduces 
the cost proportionately. But econ- 
omy and good lighting looks first to 


The Mazda Lamp only re- 
quires 1 1-4 watts per can- 
dle-power of light 











the lamp, and in every case the lamp 
should be chosen for the work that 
lies before it, for the objective is 
adequate, harmonious illumination, 
and it should be provided in the least 
expensive way. 


Handy Switches as Trouble 
Savers 
The Feature of Electric Lighting That Brings 
Most Comfort 

Next to the convenience and com- 
fort of electric light itself is the satis- 
faction of plenty of switches. The 
man who cannot turn his lights on 
from the hand- 
iest point, but 
must go to the 
lamp itself, loses 
one of the great- 
est advantages 
of electric ser- 
vice. It adds 
just that touch 
of ease and re- 
finement that is 
a constant pleas- 
ure. 

Every house 
has some dark 
closets, very 
often the coat 
closet where the 
overshoes are 
kept. If there is 
: ue , _. a light inside 
convenient gules controlled from that closet which 

a side-wall switch flashes on auto- 

matically as the 

door is opened, it makes for ease, and 

it is a simple and inexpensive adjunct 
to your system. 

Just so, the “3-way”’ switch, which 
controls the upper and lower hall 
lights from either up or downstairs, 
is not only a convenience but a pro- 
tection. If you have to come down- 
stairs during the night, you throw on 
the lower lights from the head of the 
stairs and are secure against stumbling 
into furniture or burglars. When you 
go up to bed, the upper lights are 
thrown on from the foot of the stairs 
in the same way. It makes no more 
of the monthly current bill, and it 





gives an added luxury to your home. 

The turn-down lamp, burning low 
all night in the bathroom, has_be- 
come one of the features of electric 
service, as has the porch light con- 





Side-wall Fixtures like this are most convenieat when 
turned on from beside the entrance door 


trolled from inside the front door, and 
the cellar lights switched on from the 
head of the stairs, but these others are 
no less essential to real comfort. 
When you can light each room as you 
enter, you find ever more ease and 
enjoyment in your own. 


















PNEUMATIC CLEANERS 


Before you buy a vacuum cleaner, be sure 
to get a demonstration of the wonderful 
REGINA—the cleaner with double pumps. 
Simplest and neatest of all. Easiest to use. 
Most modern. Light, strong, compact. Beau- 
tifully finished. Carefully constructed by the 
same skilled workmen who make the famous 
Regina Music Boxes. Fully guaranteed. 
Electric or hand operated models. 3 

Send for particulars and description. Our 
delightful and entertaining booklet, 


THE MAGIC WAND 
an original, clever story, beautifully illustrated 
in color, presents the cleaning problem in an 
entirely new and fascinat- . 
ing light. Mailed on re- 
ceipt of a two-cent stamp. 


The Regina Company 
Dept. A 
Cor. 17th St. & Union Sq. 
NEW YORK 
215 Wabash Avenue, Chicago 
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We cordially invite you 
to send for our new book 
fresh from the press, on our 
scientific electric reading 
lamp, the G-M Lamp. 


The Electric Motor & Equip. Co. 
Newark, N. J. 

















“SAVALAMP” 889.508 
For Tungsten, Tantalum or Carbon 


Filament Electric Lamps 


NO CHANGE OF FIXTURES 


Fits Any Standard Socket 





ANYONE CAN INSTALL IT 
Reflector or Shade Supported by Fixture and not by Resilient Springs 


sont oy coms ~—-d DAE LAMFORD SALES CO. snus 


for Sample 5 WANTED 
aie alan 34 Pine Street, New York 
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THAIS STANOS FOR QUALITY 








“The most beautiful glass made in America” 


IRIS 


is the product of the glass-craftsman. 
The designs are all informal; they 
are free from the cold symmetry 
that marks the ordinary machine- 
decorated product. The exquisite 
decoration is 7m the glass, not ov it. 
The color-harmony characteristic of 
“TRIS” is as effective when the shades 
are cold as when they are aglow with 
light, while the shimmering _iri- 
descence gives a richness not found 
in any other American product. 


A word of warning: There is no 
substitute for “IRIS’—it is unique, 
unrivalled. Though moderate in 
price, only the highest class of fix- 
ture houses sell it. We therefore 
suggest, if your dealer cannot show 
you genuine “IRIS,” that you write 
us. We will be able to direct you 
toa nearby agent or see that you 
are supplied. 


FOSTORIA 
GLASS SPECIALTY 
COMPANY 


FOSTORIA 
OHIO 
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To get two and a half times as 
much light and better light for 
working—reading—distinguishing 
colors—use Westinghouse “Wire 


Type” Tungsten Lamps 


“Wire Type” 


is the feature that makes Tungsten lamps 
last and give satisfaction. It means 
a filament of one continuous uniform 
wire with but two flexible joints 
instead of 5 or 6 pieces of wire and 
10 or 12 rigid joints as tungsten 
filaments are commonly made. 

Ask for this construction—one wire— 
two joints—you can easily distinguish it 
from an ordinary tungsten filament lamp. 
Every home—every store—every ofiice— 
every factory—should have these lamps. 
Compare their light with ordinary electric 
or gas light. Notice how much better delicate 
colors show up under it—how much easier it is 
upon the eyes. 










If your lighting company or dealer is unable to supply 
Westinghouse Wire Type Tungstens write us. 
Made in all sizes from 25 to 500 watt. 


Westinghouse Lamp Company, 


General Offices, Bloomfield, N. J.” 8% 
NEW YORK WORKS: 510-532 West 23 St... NEW YORK CITY 


SOLD BY 
WESTINGHOUSE ELECTRIC & MFG. CO. 


Sales Offices in all Principal Cities 
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For every Extreme of Service 


a lhere Is a FORT WAYNE 
MOTOR THAT FITS THE NEED 


a motor for the light work—a motor for the heavy Fort Wayne Motors are standard all over 
work — and a motor for all the work that the world, in the freezing atmosphere of the 
comes between. Direct current or alternating— frigid zone or the burning tropics—in shop, 

constant speed or variable, for one hour duty factory, office or home they give continuous 


or twenty-four, there is a Fort Wayne Motor reliable service for a longer time than any 
that will save time, trouble and money for other— with less trouble, upkeep expense, 
any manufacturer who uses them. and current consumption. 






























Fort Wayne Motors make the installation of anew 
machine or the entire new equipment of your 
factory interior possible and as easy to put 


furnish freedom from 
transmission trouble and 


another desk in your office. Why not Find 
i i investigate and see if these claims Gut nom 
accidents and fu ales h 7 can be substantiated? If there 


Send for our 
bulletin Motor 
Drives. Tell us 
of your present 
equipment and let us 
help you to find out if 
yOu are getting your work 
done as cheaply as you can, 


is @ way to produce your 
product easier and 
more economi- 
cal youwant 
to know 
t 


with increased production at 

less expense and trouble. _ Fort 
Wayne Motors furnish perfect 
control of your power—when 

you wish to use a machine you 
pull a lever and get just the speed 
you need—the maximum speed that 
tools and material will stand— 
you get control that would be 
impossible with shafting, 
belts and pulleys. 
When you are 
finished you 
can shut 
off the 
pow- 
er. 


Branch Offices in 
Most Large Cities 





Fort 
Wayne 
Electric 


Works 


“Wood” Systems 
1636 BROADWAY 
FORT WAYNE, INDIANA 
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A 

ae pam little 

Stove of <. ; hot plate 
a Hundred Ge ae that’s not a 
Uses.’’ ‘‘As Safe wey toy, although a 
as Electric Light.’’ child can operate it. 


A Handy Electric Stove 
tor $5.50 


Considering its “hundred uses” and hundred-per-cent 
convenience, its cost represents but a small fraction of its value. 


This electric disk stove cooks—fries, toasts or boils— 
anything within its range for a fraction of acent. A cent’s 
worth of electricity lasts twelve minutes. 


It is ready for instant service, day or night, wherever there is an avail- 
able electric light socket. Being absolutely safe, flameless and clean it can 
be used on the dining room or library table or in the boudoir. 

This electric Disk Stove is only 3 ins. high and has a circular cooking 
surface 4 inches across and a polished enamel base about 5 inches square. 


This Disk Stove is for sale generally Be sure to specify the General Electric 
by electric lighting companies, electrical Company’s Four-Inch Disk Stove—it 
supply dealers, many department and alone uses the ‘‘Calorite’’ heating unit 
hardware stores and others selling similar | which is practically indestructible. 
household appliances. 


If you cannot get it locally, send us $5.50, stating the voltage of your lighting 
circuit, and we will deliver it promptly through our nearest representative. 


General Electric Company 
Schenectady, N. Y. 


Largest Electrical Manufacturer in the World 
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The Commercial Section 


Committee Organization Announced 


The officers of the new Commercial 
Section of the National Electric Light 
Association have issued a prospectus, 
setting forth the organization of the 
new section and a list of committees. 
The statement reads as follows: 

The Commercial Section of the 
National Electric Light Association 
is a practical organization of practical 
men. While it is an integral part of 
the big Association, it has its own 
scheme of organization, its own offi- 
cers, its own plans and policies. This 
prospectus describes briefly the section 
and its relations to those individuals 
who are invited to join its ranks and 
partake of its benefits. 

Organization—Any Class B or Class 
E member of the National Electric 
Light Association is eligible to mem- 
bership in the Commercial Section. 
The executive officers of the Section 
are a chairman and a secretary who 


are assisted in their duties by the 
chairmen of various committees. 


The committees of the Section at 
present number 13. Each committee 
devotes its energies to a single division 
of central station commercial work, 
and each committee man is an expert 
in the subject which his committee 
has in hand. There is no limit to the 
number who may serve on any com- 
mittee, the qualifications for appoint- 
ment being specialized knowledge and 
willingness to work. Nor are the 
committees restricted to central sta- 
tion men (Class B members) only; 
the Section by-laws provide that 
manufacturers’ representatives (Class 
E members) may serve, so long as 
they are not a majority of any com- 
mittee. Thus the Section offers to 
the individual, whether representing 
a central station or a manufacturer, 
an opportunity to exercise his ability 
and win recognition in the industry, 
and this opportunity is offered regard- 
less of the prominence of his connec- 
tion, but entirely upon _ individual 
merit. 
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Plans and Policies—-It is planned 
to make the various Commercial Sec- 
tion Committees the national author- 
ities upon the subjects under their 
jurisdiction. Not only will they ren- 
der annual reports to the National 
Electric Light Association Conven- 
tion, but they hold themselves in 
readiness to assist at any time any 
member of the Section in solving the 
commercial problems incident to their 
subject. For example, the Committee 
on Decorative Street Lighting will 
have at hand all available data upon 
methods of soliciting and_ installing 
special street lighting, various forms 
of contracts used, examples of unsuc- 
cessful methods and the reason for 
their non-success, and the advantages 
and disadvantages of various types of 
equipment. Any member of the Com- 
mercial Section may secure these data 
from the chairman of that committee, 
and should there arise any problem 
not heretofore solved, that problem 
will be submitted by the chairman 
to his committeemen for their expert 
opinions and advice. The value, to 
one about to undertake a_ special 
street lighting campaign, of such a 
fund of ready information can readily 
be appreciated. Similar data, advice 
and co-operation will be offered by 
each Committee, so that there can 
hardly arise a commercial question 
which one or another of the commit- 
tees cannot immediately and _ finally 
assist in solving. 

This service, it must be understood, 
is rendered only to members of the 
Commercial Section. 

Publications—The various commit- 
tees will issue, from time to time, bulle- 
tins or other publications of value to 
new-business men. A concrete case 
is the publication, by the Committee 
on Sign Lighting, of a booklet of char- 
acteristic sign installations. This book 
will probably be 150 pages and 
will show the photographs of signs 
used by various industries, ranging 
from spectacular displays to modest 
door-signs. The idea behind the pub- 
lication is to supply the central station 
sign solicitor with an impressive and 
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practical demonstration of the scope 
and dignity of electric sign advertis- 
ing, showing its use by churches, 
banks, railroads, great mercantile es- 
tablishments, jewelers, real estate op- 
erators and national advertisers. The 
data supplied will be such as to make 
this effect a sign salesman’s hand- 
book. This and the many other pub- 
lications planned or in process, will be 
distributed only to members of the 
Commercial Section. 

It is the policy of the Organization 
Committee, which planned the Com- 
mercial Section, to make each Com- 
mittee of practical, work-a-day value 
to all who are interested in central 
station commercial work. Those com- 
mittees that are of value will be un- 
doubtedly continued from year to 
vear; those which experience shows 
are of little practical benefit will be 
discontinued. Similarly, those Com- 
mitteemen who enter into the spirit 
of the Section work and prove their 
worth will become prominent in the 
Section; those whose personal interests 
prohibit or whose inclinations pre- 
vent their carrying on their share of 
the work, will be relieved of further 
service and opportunity. 

It is hoped to make the Commercial 
Section a model of co-operative effi- 
ciency and to this end the Membership 
Committee is seeking those men in 
the industry whose ambition, talents 
and inclination will lead them to join 


in a movement which cannot fail to 
increase both their efficiency and 
prestige. 

Membership—Membership in the 


Commercial Section of the National 
Electric Light Association is open to 
any employee of a member central 
station, manufacturing company, job- 
ber, dealer, contractor, professional 
engineer or publisher. 

To one now holding either Class B 
or Class E membership in the National 
Electric Light Association, the dues 
of the Commercial Section are $2.50 
per annum, in addition to the regular 
Class B or Class E dues. To those 


not holding personal membership in 
Association, 


the the dues are $7.50 
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per annum, which includes the Class 
B or Class E membership. 

Attention is again called to the fact 
that only Commercial Section mem- 
bers will receive the publications and 
benefits of the Section; these benefits 
will not be distributed gratis, even to 
Class A members. 


Committee on Heating, Refrigeration and Kindred Appliance 
Sales 
F. Gale, Chairman, General Electric Co., Schenectady, 
i 2 
. Jones, Edison Electric Ig. Co., Brooklyn, N. Y. 
M. C. Rypinski, Westinghouse Elec. & Mfg. Co., 165 Broad- 
way, New York City. 
L.R-W allis, Edison Electric Illg. Co., Boston, Mass. 
Fred Bissell, The F. Bissell Co., Toledo, O. 
Geo. B. Johnson, Commonwealth Edison Co., Chicago, IIb. 
L. D. Mathes, Union Electric Co., Dubuque, Ia. 
W.J. Grambs, Seattle Electric Co., Seattle, Wash. 
Chas. J. Russell, Philadelphia Electric Co., Philadelphia, Pa. 
E. L. Callahan, H. M. Byllesby Co., Chicago, Il. 

Eugene Creed, Toronto Electric Light Co., Toronto, Can. 
S. M. Kennedy, Southern Cal. Edison Co., Los Angeles, Cal. 
Committee on Functions of a Sales Department 
T. I. Jones, Chairman, Edison Elec. Ilg.Co., Brooklyn, N.Y. 

A. A. Pope, New York Edison Co., New York C ity. 

_ D. Israel, Philadelphia Elec tric Co., Philade ‘Iphia, Pa 
. F. Becker, United Electric Lt. & Power Co. ., New York 
City. 

E. W. Lloyd, Commonwealth Edison Co., Chicago, Ill. 

Fred D. Adams, United Ilg. Co. of New Haven, New Hav- 
en, Conn. 

Harry N. McConnell, Susquehanna Ry. & Lt. Co. 
x New York City. 

E. J. Kulas, Central Station Development Co. 
6. 


, 40 Wall 
, Cleveland, 
Donkin, 


Allegheny County Light Co., Pittsburg, 


Nee. 


Wm. A. 
Pa 


M. W. Offutt, Schenectady Illg. Co., Schenectady, 
Arthur S. Huey, H. M. Byllesby & Co., Chicago, Til. 
Committee on Electric Vehicles 

ae TIEN, one General Mgr. Rochester Rail 
way & Light ( 
. E. Michel, Mer. Automobile Dept., 
& Power Co., St. Louis, Mo. 

W.H. Blood, Stone & Webster, Boston, Mass. 

J.N. Walton, Edison Elec. Ig. Co., Brooklyn, N. Y. 

G.H. Jones, Commonwealth Edison Co., Chicago, Ill. 

Harvey Robinson, New York Edison Co., 124 W. 42d St., 
New York City. 

ff _ Wagoner, General Vehicle Co., 

4 # 


Union Electric Light 


Long Island City 
8; i — Marion Lt. & Heating Co., Marion, Ind. 
W. G. Bee, Edison Storage B: ittery Co., Orange, N. 
John R Willi: ums, Electric Storage Battery Co. 
phia, Pa. 
E. E. Higgins, Anderson Carriage Co., Detroit, Mich. 
F. M. Tait, Dayton Lighting Co. , Dayton, O. 
Committee on Improved Wiring & Equipment Standards 
M.C. Rypinski, Chairman, Westinghouse Ay = sctric & Manu- 
fac ‘turing C o., 165 Broadway, New York City. 
H. Stevens, Edison Electric Tile. Coz Brooklyn, Sb 
. M. Sanborn, Sanborn Electric Co., Indianapolis, Ind. 
i. Gest, Federal Sign System (Electric ), Chicago, Il. 
Dana Pierce, The Underwriters L aboratories, C meee, Ill. 
H. R. Sargent, General Electric Co., Schenectady, N. Y. 
S. E. hens National Elec. Lamp Ass’ n, Cle ov ih ‘0. 
H. Burnham Co., 1417 Railws ay Exchange, 
Cc hic ago, Mi. f 
E. R. Knowles, 727 World Bldg., New York City. 
A. E. Wells, We stinghouse Elec. & Mfg. Co., 165 Broadway, 
New York City. 
F. V. Burton, Bryant Electric Co. — port, Conn. 
F. J. Petura, 60 Wall St., New York City. 
Committee on Residence Business 
Clare N. Stannard, Chairman, Denver Gas & Electric Co., 
Denver, Colo. 
Douglass Burnett, Consolidated Gas, 
Power Co., Baltimore, Md. 
J. F. Becker, United Electric Co., New York City. 
R. W. Rollins, Hartford Electric C o., Hartford, Conn. 
R. R. Young, Public Service C orp’ n, Newark, N.J 
G. C. Osborne, General Electric Co., Harrison, N. J. 
| E. Kimble, Edison Elec. Illg. ots Brooklyn, IN. ¥ 


J 
» Philadel- 


Electric Light & 
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W. F. Lyon, Commonwealth Edison Co., Chicago, Ill. 
x T. Holbrook, Excess Indicator Co. Ne »w York City. 

- Walter Jones, Holophane C ompany, Newark, O. 
NM C. Osborne, Washington Water Power Co., Spokane, 

Wash. 

Committee on 

C. W. Lee, Chairman, C. 

2S ity. 

. McQuiston, The Westinghouse Co., Pittsburg, Pa. 

PS S. Dodd, National Electric Lamp Ass’ n, Cleveland, O 
John F. Gilchrist, C re Edison Co , Chicago, Ill. 
wag kK. Mohr, Philadelphia Electric Co., Philadelphia, 


New York 
City. 


F. H. Gale, General Electric Co., Schenectady, N. Y. 

M.S. Seelman, Edison Electric Illg. Co., Brooklyn, N. Y 

Wm. H. Hodge, H. M. Byllesby & Co., Chicago, Ill. 

H. C. Porter, saataiealmatd Light & Wtr. Pwr. Co , Mont- 
+ ry, 
t.B. W teal , The Rae Co. 
EC ity. 

J. M. Connelly, Denver Gas & Electric Co., Denver, Colo. 

J. W. Hancock, Roanoke Railway & Elec tric Co , Roanoke, 


Va. 
M.E.’" 


Advertising 
W. Lee Co., 90 West Street, New 


Cyril Nast, New York Edison Co. 


55 Duane St., 


, 74 Cortlandt St., New York 


lurner, Cleveland Electric lg. Co., 
Committee on Sign Lighting 


E. L. Callahan, Chairman, H. M. Byllesby & Co., 


Cleveland, O. 
Chicago, 
Philip S. Dodd, National Electric Lamp Ass'n, 


Cleveland, 
O. 

H. I. Markham, 
Ill 


Federal Sign System (Electric), Chicago, 

Henry Schroeder, General Electric Co. 

I. W. Phillips, Brooklyn Edison Co., 

Fred Schornstein, 
Richmond, Ind. 

Glenn R. Trumbull, Meridian Light & Ry. 
Miss. 

E. A. Mills, 
York City. 

G. E. Williamson, Denver Gas & Electric Co., Denver, Colo. 

A. K. Young, Bristol Gas & Elec. Co., Bristol, Tenn. 

Committee on Electricity in Rural Districts 

John G. Learned, Chairman, North Shore Electric Co., 
Chicago, Ill. 

E. P. Edwards, General Electric Co., Schenectady, N. Y 

J. E. Schuff, Lincoln Gas & Electric Co. , Lincoln, Neb. 

Ss. oe Kennedy, Southern Cal. Edison Co., Los Angeles, 
Cal. 

J. Lukes, Stone & Webster, Boston, Mass. 

A. G. Langworthy, Fairbanks-Morse Co., Chicago, Il 

H. L. Montgomery, Auburn Light, Ht. & Pwr. Co., Auburn, 


, Harrison, N. J. 
Brooklyn, N. Y. 
Richmond Light, Heat & Power Co., 


, Meridian, 


New York Edison Co., 55 Duane St., New 


Herman Russell, Rochester Railway & Light Co., Roches- 
Y. 


ter, 
| eB Bue ll, North Colorado Power Co., Denver, Colo. 
J. E. Davidson, Pacific Pwr. & Lt. Co. ; Portland, Ore. 
Committee on Industrial’ Light 
M. M. Sloan, Chairman, Birmingham Railway, 
Power Co., Birmingham, Ala. 
© 2. Stevens, Edison Electric Ig. Co., Brooklyn, N. Y. 
J.S. Codman, 127 Federal St., Boston, Mass. 
B. F. Fischer, Westinghouse Lamp Co., 163 Broadway, New 
York City. 
W.D’A. Ryan, General Electric Co. 


Light & 


oe 


, Schenectady, 
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The Fire Report as a 
Prospect List 


H. C. Alvord 


123, 


H. J. Tait, Holophane Company, Newark, O 
B. &. McNabb, Mgr. New Business Dept., Montreal Light, 

Heat & Power Co., Montreal, Can. 

H. Harsh, Consolidated Lt., Pwr. & Ice Co., 
Ww m. Coale, Sterling Electrical Mfg. Co., 
G. F. Keech, Cooper-Hewitt & Co., 

cago, Il. 


Joplin, Mo. 
Warren, O. 
40 Dearborn St., Chi- 


Committee on Membership 
J. Robert Crouse, Chairman, en al Electric Lamp Ass’n, 
1823 E. 45th St., Cleveland, ¢ 
Napoleon H. Boynton, National Electric 
Cleveland, O. 
Chas. D. Burleigh, General Electric Co., 
ton, Mass. 
W. R. Collier, Georgia Railway & Elec. Co., Atlanta, Ga. 
a. E. Bailey, Edison Elec. Illg. Co., Brookly n, N. Y, 
. McQuiston, The Westinghouse c ompany, Pittsburg, 
es 


Duncan Campbell, Scranton Electric Co. 

L. D. Gibbs, Edison Electric Illg. Co. 

L. D. Mathes, Union Electric Co., 

L. W. Dixon, 4285 King Ave., 

Committee on Power. 

E. W. Lloyd, Chairman, Commonwealth Edison Co., 
cago, Ill. 

C. K. Nichols, New York Edison Co., 
York City. 

Ne ow _ F. 


Lamp Ass’n, 


84 State St., Bos- 


, Scranton, Pa. 
, Boston, Mass. 
Dubuque, la 

Denver, Colo. 


Chi- 
55 Duane St., New 


Lewis, Scranton Electric Company, Scranton, 
H. i Waite, Easton Gas & Electric Co. 
J. H. Rutherford, Mgr. Power Dept 
Co., Joplin, Mo 
R. A. MacGregor, 
Ind. 
i Meyer, Philadelphia Electric Co. 
_ A. Graves, Edison Electric Illg. Co. 
C E. Varney, 


, Easton, Pa. 

., Empire District Elec. 
Light, Ht. & Pwr. Co., Connersville, 
, Philade a a, Pa. 

’ Brooklyn, N. bs 
Meridian Light & Ré nilwe ay Co., Meridian, 


Mis 
Chas. ‘Rob bins, Westinghouse Electric & Mfg. Co., 
burg, Pa. 


Pitts 


Committee on Street Lighting. 


Wm. Rawson Collier, Chairman, Georgia Railway & Elec- 
tric Co., Atlanta, Ga. 

S. G. Rhodes, New York Edison Co., 

c "4 


New York City 
Stephens, Westinghouse Company, East Pittsburg, 


I. Sweet, a Company, Newark, O 
N R. Birge, General Electric Co., Schenectady, 
R. W. Clark, Minne -apolis Gene ral Electric Co. 

on Minn. 

E. Richards, Toledo Railway & Light Co. 
Pre ston S. _— ar, Electrical 

York Ci 
B. F. sph “Beloit W: ater, Gas & Electric Co. 
C. L. Eshleman, Adams-Bagn: ill Electric Co. 
mee Henninger, National Electric 

Reo O. 


N.Y 
, Minneap- 


, Toledo, O. 
Testing L aboratories, New 


, Beloit, Wis 
, Cleveland, O 
Lamp. Ass’n, Cleve 


Committee on Competitive Illuminants. 


H. J. Gille, Chairman, Minneapolis General Electric Com- 
pany, Minneapolis, Minn 

G. A. Sawin, Public Service Corp n, Newark, N. J 

F. H. Golding, Rockford Electric Co., Rockford, Ill. 

W. E. Quillin, Easton Gas & Electric Co., Easton, Pa 

E. E. Noble, Cleveland Elec. Ilg. Co , Cleveland, O 





a 


Power Engineer, Montreal Light, Heat & Power Co., Montreal, Canada 


A great many people procrastinate and put off the installing of electric 


light or power largely because they hate to have workmen around. 


to make changes. 


They hate 


Why not use the daily report of fires as a special hurry-up 


prospect list and follow them up by mail and personal calls while repairs are 


going on. 
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A Newfoundland Central 
Booth 

The Reid Newfoundland Company 

of St. Johns, Newfoundland, recently 

participated in an industrial exhibi- 

tion, the first to be held in the colony. 


Station 





The Reid Company’s display, shown 
in the accompanying cut, was one of 
the most effective and resulted in 
much profitable publicity. 
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The Fan as a Salesman 
Cc. S. EMMERT 
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Mr. L. J. Botting Moves Up 

It has been announced that Mr. 
Leonard J. Botting, formerly man- 
ager of the Constantine Hydraulic 
Company, Three Rivers, Mich., and 
of late, secretary of the Central Sta- 
tion Development Co., of Cleveland 
has been appointed general manager, 
succeeding Mr. W. H.  Wissing, 
the rapid growth of the organiza- 
tion having demanded a division of 
the duties of vice-president and gen- 
eral manager, which have _ hitherto 
been assumed by Mr. Wissing. Mr. 
Wissing will concentrate his energies 
largely to the investigation of success- 
ful central station methods through- 
out the country for the purpose of 
placing in the hands of the Central 
Station Development Company’s cli- 
ents information and data pertaining 
to the results accomplished throughout 
the country under various conditions. 

Mr. Leonard J. Botting’s long asso- 
ciation in central station work, par- 
ticularly qualifies him for the new 
work of the company—he having had 
a very broad and general experience 
in the actual operation of central 
station properties under varied con- 
ditions. Mr. Botting is rated very 
highly, not only as a practical central 
station operating man, but as a thor- 
oughly competent engineer. 
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Commercial Department, Colorado Springs Light, Heat & Power Co., 


Colorado Springs, Colo. 


The odor from a well-kept bakery, candy store or soda fountain is mighty 


suggestive and enticing, and we have applied this in several cases in Colorado 
Springs, where we have installed electric fans so as to blow the invitation out 


over the sidewalks. 


If you are walking down the street and suddenly get the 


full force of the aroma of fresh baked bread and pastry you will stop and buy 


there. 


The druggist can apply his perfume in the same way, while the odor of 


leather goods, coffee or pop corn is as good. 


and it works. 


We have tried it in several cases, 






Federal Vacuum Cleaner 

The Federal Electric Company ot 
Chicago has recently placed on the 
market a new vacuum cleaner called 
the Federal Vacuum Cleaner. The 
manufacturer claims to have perfected 
a practically silent running machine, 
there being two types, Type “C,” a 
small cylindrical machine for residence, 
and Type “‘A,” designed for cleaning 
office buildings. churches and apart- 

ment buildings. 
This latter 
machine is 
mounted = on 
bicycle wheels 
as shown in the 
illustration. 
The Federal 
mepe **C”’ 
Cleaner has a 
rotary pump 
with a positive 
action. The 
rotary motion, 
being always 
in the same 
direction, is 
steady and 
noiseless. It 
reduces. the 
wearing on 
the bearings to 
a minimum, 
making the 
machine last for vears. There are no 
gears to rattle. The machine is per- 
fectly silent when in operation and 
transmits no jar to the floor. Its oper- 
ation is betraved by neither vibration 
nor noise, making it ideal for apart- 
ment buildings. 

The cleaner is of the approved 
cylindrical form which allows a com- 
pact arrangement of the parts. All 
the metal parts are made of aluminum, 
which gives great strength and little 
weight, with the exception of the walls 
of the cylinder which are of light gauge 


Che Mauufarturers 


(( is 
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steel, making it the lightest and 
strongest machine of its capacity on 
the market. 

The dust-bag is large enough to 
make frequent emplying unnecessary. 
It is removed by loosening the thumb- 
screws and taking off the aluminum 
top or cover. The observation glass 
at the intake allows the operator to 
observe condition of the dust-bag as 
well as showing when all the dust has 
been removed by the tools. 

The Type “A” machine is adapted 
to office building, church, library, 
hospital, apartment building, hotel 
or theatre cleaning purposes, where a 
heavier machine is desired. The cab- 


‘inet in which the hose and tools are 


packed is built of mahogany, with a 
dull piano finish. It is mounted on 
two cushion-tired 12-inch _ bicycle 
wheels and a rubber-tired, ball-bear- 
ing caster, which makes it an easy 
matter to move the machine to any 


part of the house. The cabinet meas- 
ures 13 inches wide by 27 1-2 inches 
long, and the machine stands 19 1-2 
inches high over all. All the tools are 
carried in the cabinet of the machine 
itself, which can be locked when not in 
use, preventing their loss or theft and 
obviating the difficulty of not having 
the tools at hand when they are needed. 
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The handle of the machine can be 
folded down when not in use, so that 
the machine can be kept in a very 
small space. 

It is equipped with the same rotary 
pump as type “C,” connected direct 
to the 1-4 H.P. motor. It is impossible 
to make a gear-driven machine which 
will operate as noiselessly as a belt- 
driven machine, but we have in this 
cleaner reduced the noise to a marked 
degree. The dust is collected in an 
inverted cone-shaped metal receiver, 
instead of a bag, and is quickly re- 
moved by a throw of the lever at the 
base. 


Color Caps and Flashers 

The new firm of Betts & Betts, of 
302-4 West 53d Street, New York 
City, has taken over the flasher and 
color cap business of the former Betts 
& Betts, Inc., and has just issued two 
very interesting catalogues covering 
these lines. As form- 
er sign manufacturers 
they are particularly 
well-equipped to pro- 
a duce displays of char- 
acter and originality. 


an\ > The color cap bul- 
pages; letin is printed in 

« iw », several colors and 
f shows true repro- 
XK J duction of a_ large 


number of well-known 
national advertising 
displays. This color cap, as shown in 
the illustration, covers but the end of 
the lamp and therefore does not absorb 
as high a percentage of light as the 
natural glass ruby lamp, for instance. 
The caps are held to the lamp by a 
pair of springs and are furnished in 
blue, green, amber, opal and ruby 
The manufacturers report that 
they are beginning to ship more of the 
opal caps than all other colors com- 
bined. “This is due,” they say, “to 
the fact that Mazda sign lamps are 
becoming more popular every day, 
owing to the great saving effected in 
the current consumption, but on ac- 
count of their intense brilliancy, the 
details on a sign are apt to be very 


a 


glass. 


ELECTRICITY 











March, 1911 











much blurred at a distance. The 


opal color cap eliminates this entirely 
and makes every letter a_ reflector, 
throwing the white light on the back- 













































ground and diffusing it evenly. 
lamp where color is not desired should 
be equipped with an opal color cap, 
as it makes the sign legible for a greater 
distance and improves it very mate- 
rially in appearance.” 

Betts & Betts are introducing the 


Every 


“New York Flashers,” which are 
claimed to be built on an entirely 
different principle from any of the 
other flashers on the market. They 
are equipped with ball-bearings and 
oil tight gear case, so that the gear 
and worm is at all times immersed. 
Each switch is equipped with the 
“Noark Picup Block,” which is a new 
development in flasher construction. 
On account of the ball-bearings, the 
flashers operate very easily and require 
a minimum of power, requiring prac- 
tically no oiling, owing to the very low 
shaft speed. The line includes auto- 
matic flashers for light loads on and off 
in capacities from 1-2 ampere to 25 
amperes on single or double circuits. 

The innovation in the New York 
Flashers is the Noark Picup Block, 
the principle of which is shown in the 
accompanying diagram. When heavy 
currents are to be handled by a flasher. 
the trouble is encountered at the 
‘“*make”’ as well as at the “break,” 
and this factor has been a_ serious 
limitation in the successful operation 
of flashers. The area of initial con- 
tact in all flashers has been practically 
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but a line (Fig. 1). It is independent 
of the size and shape of the brushes. 
mn : 

The current must be carried through 
this exceedingly small area for the 
first instant. If the load is increased 
the fusing action becomes more and 
more disastrous, resulting in a con- 
siderable shortening of the life of the 
contact surfaces. In Figure 2, the 
brush has just 
been picked up by 
the porcelain in- 
sulating Noark 
Picup Block and 
as vet no contact 
has been made. 
The cylinder ro- 
tates and the 
block holds the 
“*brush’” away 
from contact until 
it comes to the 
position corres- 
ponding to the full 
contact — surface, 
which is caleulat- 
ed to give the 
proper density, 
and then it is 
dropped, as shown 
in Figure 3, and 
completely re- 
moves the disas- 
trous effects of the 
“make” current. 


Contact 
! 


This new prin- 
ciple makes it pos- 
sible to design 
flashers that 
will operate with 
very slow. speed, 
minimum of attention and practically 
no wear. 


Fig. % 


The Allegheny County Soldiers’ 
Memorial Installation 

The Banner Electric Company of 
Youngstown has issued an exceedingly 
interesting booklet handsomely illus- 
trated in color, describing the recently 
completed installation in the Alle- 
gheny County Soldiers’ Memorial in 
Pittsburg, Pa. Banner Mazda lamps 
were used largely in producing the 
wonderful decorative effects. 
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Talking Sign Sells Autos 
The United States Motor Co., a 
combination of interests manufactur- 
ing a number of the well-known auto- 
mobiles, has recently erected a large 
combination fixed and talking electric 
sign on its building on 61st Street, 
New York City. The accompanying 
illustration is reproduced from two 

photographs of the sign in action. 


Heer BES ww he 
poe t 


ED STATES MOTOR » 
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The letters, “United States Motor 
Co.” are 6 feet high, the first row of 
the talking sign consists of 15 36-inch 
monograms, and the second row 34 
30-inch monograms. ‘These mono- 
grams spell out the different adver- 
tisements, covering both the pleasure 
vehicle, commercial trucks and motors, 
and making 48 distinct changes before 
repeating. The entire installation car- 
ries about 2,400 4-cp. lamps, and was 
manufactured and installed by The 
Electric Carriage Call & Specialty 
Company, of New York City. 


“Enlightening 18 Millions.” 

The General Electric Company has 
recently issued an interesting booklet 
entitled “How the General Electric 
Company is Enlightening 18,000,000 
People,” and telling the story of the 
enormous campaign of national adver- 
tising which has been conducted in 
behalf of the G. E. Mazda lamp. 
Some very pertinent figures follow: 

“The present census shows that our 
population has increased to 92,000,000. 
Not less than 45,000,000 of this enor- 
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mous number are located within reach 
of commercial electrical current. 

“Isn't it remarkable that only 25 
per cent of these possible users are 
now availing themselves of electric 
light? Cutting off all families with 
incomes of less than $600 per annum, 
there still remains 18,000,000 pros- 
pectives who need only a little enlight- 
enment—a little urging—to 
central station customers. 

“Many people do not realize that 
with a steadily advancing market for 
all other commodities the cost of elec- 
tric light has been going down. This 
is the psychological moment for every- 
one concerned to push forward and 
enlist new members into the electric 
family. Resolve that you will make 
a customer of every possible user of 
electric light in your territory.” 

According to the figures presented, 
during the last eighteen months G. E. 
Mazda ads have appeared in over 
60,000,000 copies of the various pop- 
ular magazines and trade papers. 
The names of these journals form an 
interesting list and the reproduction 
of the various styles of advertisements 
which have been used in the various 
fields are well worth study. 


become 


New Data on Paper Mills and Wood 
Working Plants 

The General Electric Company has 
issued two bulletins of particular inter- 
est to power salesmen. They are No. 
4784, on “Electric Drive in Pulp and 
Paper Mills,” and No. 4785, on ‘*Elec- 
tric Drive in Wood Working Plants.” 

A detailed description is given of a 
large wood working plant in Gardner, 
Mass., with photographs showing the 
motor-drive adapted for each machine 
and full particulars as to performance 
and economies effected. Bulletin No. 
4784, with photographs and data, is 
based on successful installations in 
pulp and paper mills in Kimberly, 
Wis., Elkhart, Ind., Sheboygan, Wis.. 
Norfolk, Raymondville Harrisville, 
Glens Falls, and Hudson Falls, N. Y., 
Berlin, N. H., Dolby and Millinocket, 
Me., Hartsville, S. C., Fitchburg, and 
Woronoco, Mass. 
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Benjamin Reflector Sockets 
The Benjamin Electric Manufactur- 
ing Co. of Chicago claims that the new 
Benjamin reflector socket is taking the 
industrial field by storm. 
In designing these fixtures the man- 
ufacturers were fortunate enough to 


~ anticipate the 
‘ new  require- 
aN ments of this 
he awaken- 

ing field, 

and after 


four short 
months of 
introduc- 
tory effort 
they report 
that they find it necessary to work- 
over time to keep up with orders. In- 
stallations, running as high as fifteen 
hundred units, testify to the favor with 
which these units are being received 
by the trade. 

A distinguishing feature of these 
devices is the one-piece enameled steel 
reflector and socket cover. The re- 
flector is supported independent of the 
socket, thus relieving the latter of the 
strain otherwise involved. Two gen- 
eral types are furnished: (1) flat cone 
(distributing) for wide distribution; and 
2) bowl-shaped (diffusing) for me- 
dium distribution. Each is intended 
for a particular range of lamps, three 
kinds of which are taken into account: 
carbon and short base; skirted base, 
and large base. Sizes varying from 
14 inches to 22 inches, suitable for an 
intended distribution of light are 
provided. 


woereeeeee ~----18"------------------22----- > 
18-Inch Bowl Shaped Reflector 
40-Watt Lamp 





5 


22-Inch Flat Cone Reflector 
500-Watt Lamp 


These reflector sockets are easily 


wired, and are furnished with fittings 
for both in and outdoor use. 


They 
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are tapped for 1-2 inch iron pipe, 
though they may be ordered 3-8 inch, 
if desired. Where stem is used, the 
standard Benjamin Shock Absorber 
for neutralizing the effect of destruct- 
ive jars and vibrations is supplied 
when so specified. 


/ sow — }. 
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The accompanying diagram shows 
the detail of construction of the large 
base lamp type in which size 20-inch 
and 22-inch flat cone and 16-inch and 
18-inch bowl-shaped — reflectors are 
furnished. 


Improved Vertical Radiant Toaster 

The electric toaster is, perhaps, the 
most popular of the various electrical 
cooking devices now available. It is 
one of those remarkable articles which 
so completely satisfies all the require- 
ments of real convenience and utility, 
that it is rapidly attaining the charac- 
ter of a modern household necessity 


wherever electric current is available 
for domestic use. 

When the General Electric Com- 
pany brought out the first vertical 
type of toaster, its advantages were so 
apparent that it received quick recog- 
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nition as ideal in its line. This appre- 
ciation was well merited because the 
new design enabled the making of two 
slices of toast simultaneously, greatly 
reducing the time and cost, and in- 
creasing the convenience of preparing 
the favorite breakfast dainty. 

The vertical type of toaster not only 
represented a marked advance in the 
direction of increased utility, but 
served to establish the superior value 
of Calorite as a resistance material for 
producing intense radiant heat under 
the influence of an electric current. 
As in the case of tungsten, tantalum 
and other metals used as efficient light 
givers, the history of Calorite, the new 
metal used as an efficient heat giver, 
is too familiar to bear repetition. It 
is significant, however, that its pro- 
duction practically renders unneces- 
sary any further development for the 
present of the electrical component of 
electric heating and cooking devices. 

The 1911-model of the G—E vertical 
radiant toaster embodies new features, 
very commendable to prospective users 
of such devices. The inclined rack 
has been substituted for the perpen- 
dicular holder of the earlier design for 
increasing the convenience of the 
toaster. The slices of toast are thus 
rendered more accessible and can be 
turned around more readily during 
the process of toasting. 

The individual contact plugs adopt- 
ed for the ornamental electric heating 
and cooking devices are applied to the 
new toaster. The plugs are incased 
in polished nickel cylinders, which add 
to the attractiveness of the toaster 
and place it in harmony with its 
companions on the buffet. 





DO YOU WANT an experienced man 
to take charge of your new business 
work? A salary and commission or 
commission without the salary would 
be considered. 

Eight years in new business work 
and no failures. References furnished. 
Address Commercial Department, 
c.o. Selling Electricity, 74 Cortlandt 
Street, New York City. 
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The Esterline Graphic Meter 

The use of curve drawing instru- 
ments, or “graphic meters,” as they 
are called by the Esterline Co. of La- 
fayette, Ind., has become of great 
assistance to central station commer- 
cial departments for many classes of 
work. Not only have the obvious 
benefits obtained by taking charts of 
power copsump- 
tion been supple- 
mented by many 
applications for 
promoting new 
business and de- 
termining a fair 
revenue therefor, 
but the use of 
graphic — instru- 
ments is invalu- 
able for main- 
taining the high 
standard of service now required. 

The Esterline Graphic Meters make 
a continuous record in ink on a paper 
chart 90 feet in length automatically 
fed at a uniform rate. Gears for a 
large number of chart speeds between 
3-4 inch and 12 inches per hour can 
be obtained, but ordinarily a speed of 
3 inches per hour is furnished. The 
instruments are made for recording 





amperes, volts, 
kilowatts, 
» speed, fre- 
| quency, tem- 
=e perature and 
time service, 
covering prac- 
tically the en- 
tire field of elec- 
tric industry. 
They are made 
in four general 
types: switch- 
board, wall, desk and portable instru- 
ments. The switchboard, wall and 
desk types are enclosed in cases of cast 
iron which effectually shield the instru- 
ments from stray fields. The semi-port- 
able or desk type is mounted on a metal 
stand with rubber feet. The portable 
type is contained in an aluminum case 
with carrying handle, lock and rubber 
feet. Thestandard case is made without 
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glass so that no carrying Case is re- 
quired and the instrument must be 
opened to inspect the record. A glass 
window over the record can be supplied 
if desired. The record chart is driven 
by an eight-day clock with jeweled 
balance mount- 


ed in a dust- 
proof metal 
Case, 


Reliabilit v 
in the record 
is obtained by 
accuracy in the 
measuring ap- 
paratus, positive feeding mechanism 
and constancy of the ink flow. The 
direct current ammeters and voltmet- 
ers are of the D’Arsonval type; the 
alternating current, of the moving coil 
type. The wattmeters use the dyna- 
mometer prin- 
ciple. The 
paper is drawn 4 





The Portable Type 


under the pen 
by the feeding 
mechanism, 
also contained 
in the clock 
case, the clock . 
simply regu- 
lating the 
speed of the chart. The inkwell is 
stationary and the ink is syphoned 
from the inkwell through the pointer 





The Desk Type 


or needle of the instrument, at the 
end of which is an inking pen. The 


direction of the ink in the pen is down- 
ward, and as the pen tube remains 
filled with ink the manufacturers claim 
a sure and steady flow even after stand- 
ing idle for weeks. 


A New Shock Absorber 


The “Savalamp” is a new shock 
absorber for Tungsten, Tantalum and 
Carbon filament lamps recently placed 
on the market by the Lamford Sales 
Company, 34 Pine Street, New York. 
Its unique simplicity is shown in the 
accompanying illustrations. It can 
be installed in a moment wherever 
vibration from street or railroad traf- 


(Continmed on page 133 
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Central Station Signs 


Stimulate sign business and advertise the use of electricity. A Federal Sign on 
your station is a good salesman for both signs and current. Sectional letters of porcelain 
enameled steel make these signs everlasting and brilliantly attractive. The highest 
class permanent sign obtainable. 


—_—_—_- 


= = 
This Federal Central Station Sign is double faced, 83 lamps to each side and is 


made of 16-inch porcelain enameled steel letters, standard rust proof frame, hanging rig 


and wall brackets. Wired complete. Price to Central Stations, $147.00 net. 
4 x, 


This Federal Sign for Central Stations is double faced, 150 lamps to each side, 16- 
inch porcelain enameled steel sectional letters and ornaments, standard rust proof frame 
hanging rig and wall brackets. Wired complete. Price to Central Stations, $302.00 net. 

‘These prices are net. Boxed F.O.B. Chicago, and do not include lamps. 
Choose your sign now and advertise at these prices. 


WRITE US FOR. FURTHER INFORMATION 


FEDERAL ELECTRIC COMPANY 


Lake and Desplaines Streets . r Chicago, Illinois 


FEDERAL SIGN SYSTEM (ELECTRIC) 


NEW VORK: 229 WW’. 42d Street CHICAGO: S01 Home Insurance Bide. 











in writing to advertisers, mention ‘‘Selling Electricity’’ 
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Simplex 


Electric Toaster 
“Keep Hot” rack) 


(with new 


Simplex Dining Room Sets, Coffee 
Urns, Chafing Dishes, Water Cups, 
Toasters, Travelers’ Stoves, Heat- 
ing Pads, Baby Milk Warmers, and 
Household Irons, are practical neces- 
sities for every well-equipped house- 


hold. 


gest them to your customers—it 


Display these devices, sug- 


means more customers, new con- 


sumers and more sales tor current. 





Write for ‘Selling Helps.” 


SAPEXTLEORICHEATING 


Cambridge, Mass. 


Monadnock Block, Chicago 
612 Howard St., San Francisco 
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In writing to adv 


ertisers, 


ELECTRICITY 


Selling Electricity 





mention 


If you have not 
subscribed to 


Selling 


You are letting 8'3;c 
a month stand in 
the way of Oppor- 
tunity—which may 
mean your Personal 
Prosperity. 


Subscribe 





right now 
while you 
think of it! 


74 Cortlandt Street 
New York City 


‘*Selling Electricity’’ 


March, 





1911 
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A New Shock Absorber 
Continued from page 130 
fic, machinery or other causes renders 
the lamps liable to breakage. 

The “Savalamp” fits any standard 
socket, making an extension of only 
an inch and a half to the fixture, and 
as it screws right into the socket, there 
are no tools required to place it in 
position. The lamp is supported by 
a combination of resilient springs, 
which give a cushioned support to the 
lamp alone. The reflector or shade, 
if used, is attached to the outside of 
the shock absorber in the same manner 
as to an ordinary socket, so that the 
weight or style of the reflector has no 
effect on the resiliency of the spring. 

The right-hand illustration shows 
the arrangement of springs. Ample 
clearance ts allowed to prevent danger 
from buri-outs or short circuits under 
the severest conditions. 





The ‘“‘Savalamp” has been approved 
by the fire underwriters and The New 


York City Department of Water 
Supply, Gas and Electricity. Being 


used without in any way affecting the 
fixture it is particularly adapted to 






Patent 
Pending 
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temporary installations or by tenants 
who do not own their buildings. 


“Electric Incubators” 

“The advantages of an electrically- 
heated incubator over those making 
use of kerosene lamps and the like are 
so great that as rapidly as cheap, 
reliable power service eXx- 
tended throughout the country, the 
hatching of eggs by electricity bids 
fair to displace all other methods.” 
Thus Frederick E. Ward introduced an 
article on “Electric Incubators and 
Brooders” in the February issue of 
American Homes and Gardens. The 
article is a thoroughly practical expla- 
nation of how such incubators and 
brooders are made and_ operated. 
The current required to hatch a brood 
in a 50-egg machine is eight kilowatt 
hours the brooder and about 800 watts 
a day between hatching and the time 
the chicks are ready to leave their 
“artificial mother.” 


POSITIONS OR MEN WANTED 


The rate for ** Positions or Men Wanted” 
forty words or less is one dollar an insertion ; additional words, 
one cent each; payable in advance Remittances and copy 
should reach this office not later than the 15th of each month 
for the next succeeding issue. 

Replies may be sent in care of Selling Electricity, 74 Cort- 
landt St., New York City. 


WANTED-~—-By a company near New York. 
A first-class lighting solicitor; a first-class power 
engineer; a solicitor to sell light and power over 
an entire county. Address, R. R. R., care of 
Selling Electricity, 74 Cortlandt St., New York 
City. 


AN OPPORTUNITY—A good opportun- 
ity with an electric and gas company near New 
York City, awaits two experienced central 
station salesmen and one lady demonstrator. 
Address 452-G, care Selling Electricity, 74 
Cortlandt Street, New York City 


becomes 
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FLASHERS 


WITH THE WONDERFUL \ 


/ NOARK PICUP BLOCK . 


“THE MODERN FLASHER” 


GET BULLETINS 61 & 62 


BETTS & BETTS 


302-304 W. 53d STREET 
NEW YORK, U.S. A. 
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ESSENTIALS 
ON EVERY 


GOOD SIGN 
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WE WANT 
Ai Features 


White Way Work 


\ 7 OF 
Posts Poles : 


Brackets THE UNDERWOOD 


STANDARD 
TYPEWRITER 


Appear in the following models: 
Underwood Automatic 
Typewriter Operator 
The Underwood Typewriter 


Morris | c Adding Machine 
orris iron Lo. Anderson Carriage Return 


Underwood Computing Machine 


and 
Reflectors 




















Elmer P. Morris Co. The Machine You Will Eventually Buy 
“The Outdoor Lighting Specialty House’’ eo CO. 








94 West Street New York City 


241 Broadway, New York 


























SAVES WIRING COST 


ON SPECTACULAR WORK 














This is a new machine, just out, that will 

not only effect a big saving in the cost of 

wiring but will also produce a uniformity 

of motion not equaled by any other 

machine built. It is intended for smoke, 
steam, fire, water, etc. 


DULL’S FLASHERS 


are always ahead. ‘There are more of 
them in use than all others combined. 














No. 4 Heavy Brush. List, $36.00 
They make satistied customers that come back again 


REYNOLD’S DULL FLASHER CO. 


152 FIFTH AVENUE, CHICAGO 
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Why Not KNOW by Real 


Investigation that 


THE LANSDEN WAGONS 


(EDISON STORAGE BATTERIES) 


give the most service for the least 
money 


Have fewest repairs, need no 
Experts and 


CAUSE NO DELAYS 


32-in. wheels 


Exclusive Armored Wood Frames 

Features 3-speed controller 

of the Roller Motor Chain 
Plain ‘‘Sleeve”’ Bearings 

Lansden pine g 


Edison Battery 


Users will convince you these features are worth money to 
them—Why not to you? 


STRENGTH—SIMPLICITY—LIGHT WEIGHT 
7 YEARS OF PROOF BY SERVICE—NOT THEORY 


The Lansden Co. Sask Bie 
“WHY” 


Newark, N. J. 
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ER-HAMMER 








Therapeutic 


Type Water 
Heater. 


Hot Water—I5sec. 





Lavatory Type Water Heater 


Household Iron—5,6, 7 lb. size 


Hot Water—20 sec. 


a_' 


. 
Curling Iron Heater | —— - 
for Wall or Dressing Table 


p 4 
a. 
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_ HEATING DEVICES 


Portable Water Heater 





No stand required 


3-qt. size 
Hot Water—45 sec 


Central stations, supply houses and 
contractors in all parts of the country are 
stocking Cutler-Hammer Heating 
Devices taking advantage of the best 


Sleeve Iron—3 lb. 
Detachable Handle 


Cutler-Hammer Curling Iron Heaters can be mounted on the 
wall or set on the dressing table. Because of the heavy mar- 
bleized slate base it is unnecessary to hold the heater when an 
iron is withdrawn. Withdrawing, automatically cuts off the 
current insuring against waste. Two separate heating cham 
bers are provided. 

Install a Portable Water Heater in a prominent drug store 
or bar and the sale of others will follow unsolicited. Doctors 
and dentists can also use these heaters and the Therapeutic 
Heater for sterilizing instruments, etc. Current used only 
at the moment hot water is desired. 


opportunity for business presented dur- 
ing the last six months. 


Disc Stove 
Has many uses 


The Cutler-Hammer Household Iron stands alone, in more 
senses than one. A patented backstand obviates the necessity 
for a separate stand. This saves lifting the iron several hun- 
dred times during an ironing. The one piece construction of 
heating element and contact posts, the storage capacity, upper 
air space insulation, uniformly heated ironing surface and 
ring connected cord are other features of Cutler-Hammer 
Electric Irons. 


We also make Disc Stoves, Radiators, Chafing Dishese 


Shaving Mugs and five types of Water Heaters for permanent 


attachment to water pipes. Better investigate, at least. 


A copy of our 32-page booklet will be sent you promptly on request 
The Cutler-Hammer Mfg. Co., Milwaukee 


NEW YORK: Hudson Terminal (50 Church St.) 
PITTSBURG: Farmers’ Bank Bldg. 
PHILADELPHIA: 1201 Chestnut St. 


CHICAGO: Monadnock Block 
BOSTON: 176 Federal St. 
CLEVELAND: 1108 Schofield Bldg. 


PACIFIC COAST AGENTS: Otis & Squires, 155 New Montgomery St., San Francisco 


In writing to advertisers, mention ‘‘Selling Electricity’’ 
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Te Ham Attachment 


Most convenient 





wiring device 
brought out in 
the last decade 








4 For sale by all jobbers 


Patented November 17, 1908 


E. W. HAM, 2°" ~— Worcester, Mass. 








DO YOU NEED A SIGN? 


Are you sure the particular article you have to sell is properly 
and effectively advertised‘ 


You can create favorable impressions by outdoor advertising 
where newspapers and magazines will fail to convince the buying 


THE WALL-WIN CO. 


is completely equipped to build Electric Signs to sell for you. 
Designs and estimates will be very cheerfully and promptly sub- 
mitted. All our work is the very best and 


iS guaranteed to 
withstand many years of faithful service. 


WRITE US TO-DAY ABOUT THAT SIGN YOU NEED 


Main Office: 27 William Street, New York City 
Works: 114 New Jersey R.R. Ave., Newark, N. J. 
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») WHEN YOU 


are in the market for 
Lighting Fixtures, makes 
no differencewhat kind, \et 
us know before making 
selection and we will be 
glad to furnish an esti- 
mate. 





a ae 


R. WILLIAMSON & CO. 


Manufacturers of 
Electric and Combination Fixtures and 
Art Glass Shades. 
Washington and Jefferson Sts. CHICAGO, ILL. 





DESIGN NO. D 


































SOME TALKING POINTS THAT WILL SELL 


Everson Cleaners 
In YOUR City weight 


35 Ibs. 







1—Can be lifted by the little finger 

2—Greatest effective suction 

3—Safety valve to protect motor 

4—1-6 H. P. Holtzer-Cabot motor 

§—Indestructible vulcanized 
fiber case, non-conductor 
of electricity 

6—No screws, clamps, or 
catches 

7 etc.—On request 


The Good Points of All 
The Bad Points of None 


Everson Mfg. Co. | ae | 
30 Oliver Street iti 
BOSTON, MASSACHUSETTS 











In writing to advertisers, mention ‘‘Selling Electricity’’ 


March, 1911 



































March, 1911 SELLING ELECTRICITY 











OPALUX 


“THE GLASS WITHOUT THE GLARE” 


| Thousands of installations in all parts of this country are to-day 
giving evidence of the merits of Opalux 


NEW CATALOG JUST OUT 








— 


MEDIUM ANGLE NARROW ANGLE 
| If your dealer don’t_sell Opalux—try his neighbor 








| THE OPALUX COMPANY, 258 Broadway, New York 

















MR. CENTRAL STATION MAN 


that the THOR Electric Home Laundry Machine has been the 
means of causing more homes to be wired for electricity during 
the past three years than any other electrically operated device 


ever invented for the home?: 
25% 


We are placing the THOR in thousands of homes each year, 
through electric light companies, and 25% of these sales are in 
homes not previously wired for electricity. 


YOUR SOLICITORS 


should know all about this wonderful machine—the machine that 
is sold under our positive guarantee to wash all kinds of clothes 
better, in less time, without any laborious work, and at less ex- 
pense, than any other method. 


This Coupon Brings FREE Booklet Detach and Mail to us Today—NOW 





COUPON 
Hurley Machine Co. 29 S. Clinton St., Chicago 
or 1010 Flatiron Bldg., New York 


Gentlemen:—Without further obligation on my part send me 
Free THOR Electric Home Laundry Machine Booklet. 





PRAM shania gp eh cinciasinnaetacsabavdaveaxs 
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E are increasing the net income of Central 
Stations by securing for them profitable 
residence lighting business. 


q@. Few Central Stations serve more than 10% of 
the residences located on their lines, and the great 
majority fall below it. @ Youare one in this class. 
q Get out of it by letting us tell you how the 


Excess Indicator, in conjunction with Mazda 
Lamps, increases your income. 


Excess Indicator Company 
241 West 42d Street :: New York City 




















RECO FLASHERS 


give Electric Signs THAT SNAPPY APPEARANCE which is appreciated by 


all live advertisers. Also saves nearly 50 per cent in lighting bills. 


a; , Fy [\— 25 as A \ C1 re 
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RECO FLASHERS produce almost any electrical eftect—spelling, chaser borders, 
script writing, waving flag, and numerous others. 


Solid construction, easy adjustment, self-oiling gears, 
minimum attention. 


Reynolds Electric Flasher Mfg. Co. 


Largest Manufacturers of Flashers in the World 


1123 Broadway, New York 191 5th Avenue, Chicago 
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Do You Want 
A Demand Limiting 


Device 
which 


Meets Practical Conditions 


SIMPLICITY 
AONTIOMAA 





This One is Built by Men Who 
Know What an Instrument of 


This Kind is Up Against 


No Coils to cause drop in voltage or 
complications from frequency and 
power factor. 


Only One Size to Carry in Stock 


Accurate, easily handled and _ noiseless 
in Operation. 





Low First Cost and Practically 
No Maintenance 





Designed for use in combination with 
Watt Meters and thoroughly tried 
out on straight demand. 


A Post Card Today Will Bring You a Sample for 
30 DAYS’ PRACTICAL TRIAL 





Henry Thermo-Electric Co. 


3 Scott Avenue 
Newport, Vermont 














Mott Lamp Posts 


STANDARD OF QUALITY 
Established 1828 


tees 
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i 
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2046 J 


Ornamental Lighting Posts 
for all Purposes 


SPECIAL TO CENTRAL STATIONS 


We will be glad to co-operate with your 
New Business Department and submit spec- 


ial designs for Commercial Lighting Projects 


Send for our New Catalogue 


The J. L. Mott Iron Works 
118-120 Fifth Ave., New York 
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The 


Central Station | 
Development Company 1 


506-518 Rockefeller Building 











Cleveland, Ohio | 

i 
Solicit correspondence regard- | 
ing any lighting plant's needs ie 


in connection with any of the 


departments of this company 








DEPARTMENTS: 
ENGINEERING EXAMINATIONS 
OPERATING FINANCIAL 
COMMERCIAL CONSTRUCTION 9 
AUDITING APPRAISALS 


LECTURE BUREAU 
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THE “HOH” 


Motorless Flashers 


Approved by Fire Underwriters and 
City Department 


Are the only perfectly successful Flashers, 
because Contacts are in a Vacuum and can- 
not burn out or corrode. 
Flashes can be regulated, slow or fast. 
Will not get out of adjustment. 
Require no attention or renewals. 
They save half the lighting bills. 
Consume practically no current. 





Single Flasher, 2 circuits 


Used by some of the best people. WRITE FOR CIRCULAR 
Good Agents Wanted 


EMIL HOH, 220 Atlantic Avenue, Brooklyn, N. Y. 








AQ TED EMPIRE. | The “IMPERIAL” 





All cars and Sth Ave. busses pass Hotel. Subway and Ele- 














A Portable Vacuum Cleaning Machine combining 
efficiency, practicability and economy. 
Can be attached to any electric light socket. 


@ 





In the Very Center of Everything FE 




















vated stations 1 min. 5 minutes’ walk to theaters and shops. é.. 
From new Penn. Station walk through 33rd Street to junction = 
’way & 6th Ave. and take 6th Ave. train on ““L”’ road to 66th “The only High-Grade, Efficient Machine on 
which is in front of Empire; or surface car marked the Market.’”’ Guaranteed. A Dividend Payer for 
“B? way & Co. Ave.” direct to Empire door; only 10 min. ride. Central Stations. Growing concerns and responsible 
50 Rooms, detached bath, $1.00 per day arties wanted as agents. Exclusive territory given. 
100 a a 1.50 i Send for Catalogue and particulars. M’f’din 2 sizes. 
ao with bath 1.50 ‘ Price, $100.00 and $75.00 Complete. 
e 7 ae EMPIRE VACUUM COMPANY, 
Suites, with bath, $3.50 and up per day. —- 112 West 30th Street, New York. Pee 
District Office: 702 Postal Telegraph Building 
Send for Pree S Guide to City Chicago, IIl. 
JOHNSON QUINN, Proprietor 
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ELECTRICITY 


The New 1911 Model of the Well Known 


Vertical Radiant Toaster 


In addition to retaining all the advantages of previous 
models, the 1911 model includes two other features sure to be 


appreciated by your customers. 


The inclined rack makes the toast 
more readily accessible than ever 
before. 

The individual contact plugs, n- 
cased in neat nickel shells, are as 
convenient and reliable as they are 
attractive. 


Two improved features do not 
“make” a toaster but—when added 
to a toaster already recognized as the 
ideal practical toaster—they make 
that toaster more universally 
desirable. 


This is “toaster weather’ —probably more Vertical Radiant Toasters will 
be sold this spring than during the remainder of the year. 


Take advantage of the special offer, involving special discounts, to all 


who order now. 


General Electric Company 


Largest Electrical Manufacturer in the World 


Schenectady, N. Y. 
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Electric Sign Accessories 











A FREE TRIAL 


FOR CENTRAL STATIONS ONLY 


We will replace any 20 or 35 amp. 
250-volt Time Switch that is giving 
you trouble, with a 

GUARANTEED A. & W. 8-DAY 
ON-AND-OFF TIME SWITCH 
ON THIRTY DAYS’ TRIAL. 


At the end of thirty days, if the switch 
is satisfactory, send your check—if 
not, return the switch. We know we 
will get your check and your order 
for a standard package. 





LIST PRICES 


20 Amp. 250 v. 2 pole, - $21.00 
35 Amp. 250 v. 2 pole, - $22.00 
The A. & W.8-DAY ON and OFF LIBERAL DISCOUNT 
€ UARAN rEED SWITCH. 








= o & W. COLOR SHADES 


cover the entire lamp and produce the same 
effect as Natural Glass Colored Lamps. They 
are only made in Natural Colored Glass, and in 
permanent colors. We 
guarantee them to retain g 
their color when used on 
Mazda lamps. Shade 
holders fastened to the 
sign by the lamps — im- 
possible for shades to fall 
off —made in Ruby, Canary 
and Green. 





LIST PRICE, - 30 CENTS 
Send for Sample 


Patent Applied For Patent Applied For 


COLOR SHADES ATTACHED “THE A. & W. COLOR 


The A. & W. Electric Sign Co., Cleveland, 0. 
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VALENTINE BUILT 


THE MERIDIAN SIGN 


Probably more DISTINCTIVE central station signs have been built 
by VALENTINE than by anyone else. 


Because LIVE central station managements realize that nothing less 


than the BEST SIGN is good enough for their own use. 
The public EXPECTS the central station's own sign to be a model 








of attractive design, sturdy construction and imposing appearance. A shoddy, 


ill-designed or poorly constructed sign over a central station DOES HARM 
instead of good. 


If you want a sign with character and quality—a sign like that of 
the Meridian Light G Railway Company— put it up to the 


Valentine Electric Sign Company 
BUILDER OF BEST SIGNS 
Atlantic City, New Jersey 
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